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TILLAGE TOOLS 
.« lnsure EXTRA ACRES 
of trouble-free work 


Marketed under these famous 
registered trademarked brands: 


‘EMPIRE 





‘RED 5: CHIEF 


PLOW MASTER 


Specify “EMPIRE” built prod- 
ucts by name every time you 
order to let your distributor 
know that you appreciate the 
EXTRA ACRES of value he is 
giving your trade. 








“THE LINE WITH READY TRADE ACCEPTANCE" 


: THE EMPIRE PLOW COMPANY 
1840 "In Our Second Century of Progress” 1950 


CLEVELAND 4, OHIO 
































WIDE TRACTOR 
SINGLE DISC HARROW 
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Everything has been built into 
this fast, efficient disc harrow 
to assure maximum operating efficiency in soil 
preparation, time and labor saving, long life ser- 
vice. One man can load end gangs easily. End 
gangs detachable. 15 ft. “Diskmor” goes through 
12 ft. gate with ease with end gangs loaded. 


@ There is only one reason why Disc Harrows built 





by Farm Tools, Inc., enjoy such a_ tremendous 
following. They are designed and built to do the 





soil preparation job faster . . . better . . . easier... 















and to stand up to the toughest kind of use and Automatic—Tandem 

service. You cannot blame your trade for wanting TRACTOR DISC HARROW 
the best disc harrow money can buy. They know ne 

they can get it in “Diskmor”,“Speedisk”,“Mordisk”, Sete mt 






or “Diskwik” built to the rigid standards of quality 
of Farm Tools, Inc. That is why, year after year, 
these Disc Harrows lead the field in sales. It will 
pay you to talk to your distributor. 


pH NN 
———= —_—_ 


Tractor Disc Harrow 


mee \ | 
Pi y vv 


‘ares 
Tinea * Non-clogging scrapers and standards... 

heavy one-piece frame for maximum strength 

. single rope control . . . tractor stabilizing 
springs, improved gang snubbers . . . these are a 
few of the outstanding features that make 
“Speedisk” do the job faster . . . better . . . and 
with the greatest of ease. 


Also “"NET”’ SERIES Horse-Drawn 
DISC HARROW 
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Heavy double dust- 
proof thrust bear:ngs 
with extra long bear- 
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Write Farm Tools, Inc., for name and Home Office Fe bi 
address of nearest Farm Tools, Inc., Farm EARM TOOLS. ENG, 


Implement and Harvey Line Distributors. MANSFIELD ono 
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1950 


By B. Miller 


Policies that built a 





$100,000 


SERVICE 


rAY IN your own backyard! 
That's the advice of owners 
of the Whitmore & Arnold com- 
pany, farm equipment dealership 
in Purcellville, Va., which in 1949 
pushed gross volume above tne 
$1,000,000 mark. 

This company places strong em- 
phasis on the importance of fast, 
dependable service in maintain- 
ing sales of new equipment on a 
high level, and according to 
William L. Whitmore, a co-owner 


Here, a cultivator is serviced for quick return to 
Firm expects sales increase 


the field. 


SOUTHERN FARM EQUIPMENT Section for NOVEMBER, 


VOLUME 


of the business, sales should be 
confined to a reasonable 
that the dealer can back up his 
promise of prompt service on any 
equipment sold. 

Proving the merit of this idea 
is the fact that service work alone 
accounted for a $100,000 gross 
volume last year. 

“We do not sell too far from 
home, for we believe that py 
keeping within reasonable bound- 
aries, dependable service can be 


area so 


=> 
ss 





in 1950 


1950 


‘i aie ae 


Specialists handle the jobs 

they are best fitted for at this 

company. Skilled tractor me- 

chanics are given all tractor 

repair jobs, while other special- 

ists concentrate on their par- 
ticular lines 


given quickly at all times,’”’ Whit- 
more said, indicating that the 
company operated within a radius 
of 15 miles. 

Anticipating a 10 percent in- 
crease in repair work for 1950, 
Whitmore gave credit for the suc- 
cess of the service department to 
its excellent facilities, the weil- 
trained, efficient staff of mechan- 
ics and bench specialists and to 
the modern tools and equipment. 

With the service shop afford- 
ing a 50’ x 96’ space, about 25 jobs 
can be handled per day. Doors at 
both ends of the shop permit an 
flow of traffic. Much conges- 


easy 





On outside lot, a cornpicker is assembled for deliv- 
ery. In 1949 this dealer grossed nearly $1,000,000 
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tion is avoided since heavy ma- 
chinery can be pulled straight 
through the shop. The shop in- 
cludes a 25’ x 36’ tool room, a 
paint room measuring 16’ x 30’ and 
a 25’ x 25’ tire room. 

In season during June, July and 
August, there are 27 men on the 
service shop staff with four of the 
more experienced mechanics as- 
signed to handle repairs in the 
field. 

In view of the heavy volume of 
service work handled, the com- 
pany has found it practical to 
have mechanics specialize. In line 
with this policy there are two 
specialists in the tool room who 
work on magnetos, carburetors, 
generators, starters, etc. 

“We find that having full-time 
specialists in our tool room and 
tire shop is a real time-saver,” 
said Fred Gallaham, shop fore- 
man. “Under this arrangement we 
do not have to take a mechanic off 
the floor to handle small jobs.” 
Other specialists include one em- 
ployee who does full-time lathe 
work and another who works full- 
time in the tire shop. 

During hay harvesting time, the 
company service shop worked un- 
til 3 a.m. each morning to get ma- 
chinery repaired and operating. 





Above, a part of the 2,500 who 

attended annual family party 

held last February. Right, over- 

flow of repair work is carried 

on behind service shop. Below: 

a specialist uses lathe to turn 
out a special part 


“The farmer counts on us to 
make his repairs promptly and 
reliabiy, and that is what we 


mean by good service,’ Whitmore 
said, adding that the shop turned 
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attention immediately to a farm- 
er’s need for repair work no mat- 
ter how great the pressure they 
were working under already. 

Emergency calls coming in from 
the field are diagnosed by the 
shop foreman, who always talks 
directly with the operator of the 
machine. For example, he finds 
out how the tractor acted on stop- 
ping and by listening to the 
description of its behavior, usual- 
ly can determine correctly what 
the trouble is. He selects the parts 
needed to repair the machine and 
sends out one of his more ex- 
perienced service men to handle 
the repairs. For such work the 
company has two delivery trucks 
and two service trucks. 

The company has its mechanics 
specialize in the type of work for 
which they are best suited. Thus, 
five skilled tractor mechanics are 
given all tractor repair jobs; six 
specialists in repairing farm tools 
limit their activities to this work, 
while three mechanics work ex- 
clusively on trucks, 

Owners of the company 
great pride in the skill of their 

(Continued on page 104) 
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WHEAT FIELD MACHINE SHOP. Combine fleet is thoroughly checked before 


each day's work. Truck in center background is equipped with tools, small 
parts, welding equipment, generator, floodlights. 











{ e e bine caravan starts in Imperial Valley » progresses northward 
| = to Montana, ends in the central states. Crops harvested include 
{ Ow ie es ing ro ec Ss wheat, barley, flax, clover, soybeans. General route is the same 


each year. 


McCormick Equipment Buyers | : 











m- 
at- A report to you about men and machines that help eo 
ey maintain International Harvester Leadership 
om |} 
the 4 Here’s a research laboratory and testing ground that’s “as big as 
Iks all outdoors”... from California’s Imperial Valley to the Kansas 
the plains—from Montana’s wheat fields to the soybean fields of the 
ont central states. 
»- Its objective: to give experimental McCormick combines thor- 
the ough field-testing before they go into regular factory production. 
1 This means that the combine the customer buys next year, or the 
7 4 year after that, has been rigidly field-tested to safeguard and pro- 
“| tect his investment. 
irts These tests are conducted in fields offering extremes in work- 
and ing conditions—weedy crops, heavy and light stands, wind-flat- late Ay” , # 
il tened grain, rough ground. They are manned by crews of top- =. ie an ———., 7 eo; 
dle flight engineers, designers, and servicemen who can actually “cre- 33> if ge: § Sst a a 
the \ ate” new parts and make design changes right in the harvest field. asf “f serait Cates. oe Lao 
cks { Their work is typical of similar painstaking product testing of DAWN TO DUSK SCHEDULE provides data on number of hours 
all 1H farm equipment. It is constructive evidence of International —_ Perated and acres harvested, yields per ype Ne meaty nc 
nies Harvester’s long-established policy to provide customer satisfac- _ ea eae eee er anion. 
for tion and good will through quality products . . . always. cis senses anda eee fo anc “i 
& gaq y products always help assure satisfactory combine performance. 

ius, 

are 

six pet 
sols International Harvester Builds McCormick Farm Equipment and Farmall Tractors . .. & a 

Pee ee YL 
_ Motor Trucks .. ager Crawler Tractors and Power Units... fs) Refrigerators and Home Freezers... ry 
“s INTERNATIONAL HARVESTER 
reir 
Chicago 1, Illinois 
T 
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W. T. Hedden, left, manager of 
the Farmers Tractor Company. 
Huntsville, Ala. here sells 
@ customer on the benefits to 
be derived from winter cover 
crops. Dealers in the Hunts- 
ville area are pushing aggres- 
sively this program. The result 
is increased sales of equipment 
to farmers 





WINNING NEW BUSINESS 


through cooperative promotion 


C6 HF SOUTH will come into its 
ie when its fields are 
green in the winter.” 

Under this slogan farm equip- 
ment dealers in northern Ala- 
bama’s Madison county are doing 
their share—and more—toward 
improving the fortunes of local 
farmers. And the result of this 
interest in farmers’ problems is 
more direct than at first seems 
likely. Participating dealers not 
only are selling the additional 
equipment farmers need for cover 
crop work, but they are also show- 


se 


of winter cover crops 


ing farmers how they can have an 
extra income each year from win- 
ter grazing and from the sale of 
winter cover crop seeds—extra in- 
come which helps the farmer to 
enlarge and modernize his battery 
of equipment, 

Perhaps the farmer-dealer re- 
lationship is best summed up in 





John Lowe, Jr., left, who operates the Huntsville Implement Co., is 


another dealer participating in 


the program. His salesmen have 


standing instructions to talk winter cover crops with all farmers 
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the statement by W. T. Hedden, 
manager of the Farmers Tractor 
Company of Huntsville, Ala. Ac- 
cording to Hedden, “Anything 
that benefits the farmer benefits 
the dealer; wherever you find 
prosperous farmers, you also find 
successful implement dealers.” 

Although the dealers are only 
one group in their area interested 
in the winter cover crop program, 
they deserve a large part of the 
credit for the growing success of 
the program. Frequent personal 
contact with the farmer affords 
opportunities to talk up winter 
cover crops, and dealer-sponsored 
newspaper advertisements add 
their weight to the year-in-year- 
out promotional effort. 

Principal winter cover crops 
recommended for the Madison 
county area are hairy vetch, caley 
peas, crimson clover and button 
clover. In addition, farmers are 
encouraged to plant such perennial 
cover crops as alfalfa, ladino 
clover and permanent pasture. 

The above crops, in general, 
help build the soil, provide for 
cattle and hog grazing, and an 
income from seed. For instance, by 
following his cotton or corn with 
hairy vetch mixed with oats the 
farmer provides for good winter 
grazing, and by closing his field 
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at the right time he can get a 
seec yield that will bring him an 
extra income in early summer. 
At the same time, the soil-build- 
ing properties of vetch prepare the 
soil for the summer row crop. Di- 
rectly and indirectly the benefits 
of winter cover crops to the farmer 
in turn help build sales volume for 
the dealer. 

The good will building effect 
of winter cover crop promotion 
is emphasized by the operator of 
the Huntsville Implement Com- 
pany, John Lowe, Jr. “By showing 
the farmer how winter cover crops 
can help him, we demonstrate our 
interest in his problems,” says 
Lowe. This dealer’s salesmen have 
standing instructions to talk 
winter cover crops to every farmer 
they contact. 

The individual efforts of dealers 
in promoting winter cover is pay- 














' By Sam Carson 

ing off for all dealers in and 
around Huntsville, The Farmers 
Tractor Company has sold a large 
en, { number of field and tool bar cul- 
tor tivators and” lime spreaders both 
Ac- to customers who have “bought” 
ing the idea of winter cover and to 
fits customers indoctrinated by the 
ind county agent and other dealers. 
ind This situation seems to prove W. 
T. Hedden’s “theory” of prosperous 

nly } farmers and successful dealers. 
ted Another dealer reports a case 
am, in which his reward for pushing 
the cover crops was immediate. Gene 
; of Anderson, operator of the Hughes 
nal Hardware Company, of Madison, 
rds Ala., is the principal farm equip- 
iter ment dealer in his community. 
red { Although alfalfa is not strictly a 
add winter crop, Anderson felt that 
-ar- it was just the thing for one par- 

ticular customer. 

“ops “I talked alfalfa to the farmer 
ison \ every time he came into the store,” 
aley | Anderson began. “The farmer 
tton wanted to supplement his income 
are | by raising more hogs, but he kept 
nial shying away from the idea of 
jino | planting alfalfa, as I suggested. 


e He wanted top hogs, but he also 





ral, | knew that alfalfa would cost him 
for | $50 to $60 per acre, and he would 
an , have to fence in the field. Well, I 
, by | finally convinced him. He planted 
vith | the alfalfa and got a good stand. 
the | That was last year. This year he 
nter | sold $1100 worth of hogs from 
ield , the alfalfa, with a net profit of 
950 
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Cooperative ads such as this are paying off for participating 
dealers. Increased farm income means increased mechanization 


about $500. It helped me, too, be- 
cause the farmer bought five rolls 
of field fencing and a lime 
spreader.” 

Dealers in Madison county who 
are participating in the winter 
cover crop campaign perform an- 
other service for farmers by acting 
as clearing houses for the exchange 
of seed. For instance, if one farmer 
has an over-supply of caley pea 
seed but is short of seed for crim- 
son clover, he can find out from 
the dealer where he can obtain 
crimson clover seed in exchange. 
Thus, the dealer promotes good 
will as well as more traffic across 
his sales floor. 

Around Huntsville, and wher- 
ever wide-awake dealers are co- 
operating to put over the winter 
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cover program, more fields will be 
green this winter, more farmers 
will need and be able to afford 
more equipment, and more farm 
equipment dealers will prosper. 





Alexander Ce. Producing 
Complete Line of Harrows 


HE ALEXANDER Manufacturing 
Company, Picayune, Missis- 
sippi, is announcing the manufac- 
ture of a complete line of general 
purpose and heavy duty harrows, 
including lift-type singe and tan- 
dem models. The Alexander line 
also includes the “Cub Special,” a 
smaller and hghter tool, 
Alexander implements are made 
for use on Farmall, John Deere, 
Case and Allis Chalmers tractors. 
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HE KINGS are still talking 
7 en those 123 planters they 
sold in less than 30 days. 

They accomplished this feat last 
spring, when the implement busi- 
ness in their section of the South 
was not quite up to par. They sold 
this large number of planters— 
which cost their customers $137.50 
each—after being in _ business 
barely two years. They managed 
to astound not only all who heard 
about their success, but themselves 
as well. 

What was the secret? Seasonal 
shop promotion—a _ sales punch 
which has been kayoing competi- 
tion ever since the King Tractor 
Co. of Corinth, Mississippi, first 
opened its doors. 


Owners George A. and Clyde 
King — father and son — have 
whipped this young dealership 
into a_ profitable proposition 


through use of this program, which 
is employed three times yearly, 
usually in March, May and Octo- 
ber. The bait which lures cus- 
tomers is a special “package over- 
haul” for tractors, priced at $57.50. 
For this fee, King repairmen in- 
stall new sleeves, pistons and rings, 
and grind the vehicle’s valves. 
Ordinarily, this work would cost 
the farmer $85.00. 

“These specials never fail to 
attract new business,” said Clyde 
King. “About 60 percent of the 
farmers who take advantage of 
our specials buy other parts or im- 
plements.” 

These customers buy items in 
every price range, varying from 
small implement replacement 
parts to heavy farm machinery. 
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A “package overhaul” 
offered three times 
yearly is the bait 
which lures added busi- 
ness to this company 


Seasonal 
SHOP PROMOTION 


features packaged repair jobs 


However, the Kings have found 
that water pumps, distributor 
points and sparkplugs sell most 
frequently. 

One of the leading advantages 
of this packaged service is the fact 
that in overhauling the tractor, 
mechanics often find other repair 
work that needs to be performed 
or parts in need of replacement. 
When this happens, the owner is 
notified immediately by telephone, 
if possible, or advised of the needed 
work or parts when he returns 
to the store. 


Extended Payment 


In almost all cases, he will ap- 
prove the additional expenditure. 
Occasionally, the tractor owner 
will explain that he hasn’t the 
cash to have the work done at that 
time, but will bring the tractor 
back in a short time. In some of 
these cases, when the extra work 
is badly needed to assure depend- 
able performance of the tractor 
or to prevent damage to other 
parts, the Kings may offer to work 
out an extended payment plan, 
which affords them an opportunity 


to gain the customer's goodwill. 

The “overhaul specials” have a 
carry-over value which is particu- 
larly attractive. Numerous farmers 
who learn of the specials pass the 
word along to their neighbors after 
driving their reconditioned trac- 
tors back from the King shop. 

These “package overhaul” jobs 
never lack adequate promotion. 
Spot announcements concerning 
them usually are run for several 
days over the Corinth radio sta- 
tion, and advertisements averaging 
three inches deep and three col- 
umns wide are inserted for four 
days consecutively, prior to the 
date the specials go into effect. 
This concerted advertising always 
has produced a widespread re- 
sponse. 

The names and addresses of all 
new customers always are ob- 
tained and added to the firm’s 
prospect files and mailing list. 
Thus, in a comparatively short 
time, King’s has been able io build 
a comprehensive list of future 
customers. The company keeps in 
contact with all customers through 
occasional mailings of company- 
prepared literature. 
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Raging floods which steal our top- 
soil, despoil our river towns, and 
spread injury, despair, and death 
among our people stem from the care- 
less stewardship of this country’s tim- 
ber and cropland. 


Many floods begin in the millions 
of little gullies and streams on our 
farms. When the spring rains come, 
this harmless-looking network of 
gullies and creeks gathers the runoff 
from thousands of farms and funnels 
it into our great rivers. Swollen by 
this extra water, these flooded streams 
leave their banks and work untold 
damage to the countryside. 


Fortunately, flood losses can be 
greatly reduced. Experience has 
shown that application of conserva- 


tion practices on watersheds may re- 
duce floods on tributary streams as 
much as 20 to 40 per cent. This, in 
turn, can reduce flood crests on the 
bigger rivers they feed, 5 to 15 per 
cent. Shrinking the crest of a flood 
may save millions of dollars worth of 
property and many lives. 


Flood control dramatically illus- 
trates the importance of soil con- 
servation as a national problem in 
which townsfolk as well as farmers 
have an important stake. Because the 
farm equipment you sell plays an 
important part in soil conservation 
practices, you can serve your neigh- 
bors and help to keep America strong, 
by joining the fight against soil 
erosion in your community. 


— 
JOHN _=) DEERE 


MOLINE e 


Mh 
ry 
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HROUGH promotion of their 

preventive maintenance serv- 
ices, the Farmers Supply Com- 
pany of Gaithersburg, Md., has 
found the means of assuring a 
more even distribution of repair 
work througnout the year. 

James R. Ward, general man- 
ager, explained that the company 
inaugurated & campaign towards 
the end of the summer in which 
more than 600 farmers are called 
and encouraged to have their 
farm equipment repaired, cleaned 
and lubricated before it is stored. 

The company offers to put the 
farmer’s equipment back into first 
class condition in the field or in 
the shop at a fraction of the cost 
the same service would require the 
following spring. 

Where farmers follow the sug- 
gested program, the company em- 
phasizes that it will mean dollars 
in their pockets as the result of 
more safe and efficient operation 
of machines and through time and 
labor saved. 

To date this campaign has 
stimulated a sizable response and 
the company is determined to 
push the program even more vig- 
orously. 

“Our greatest problem is that of 
maintaining an even flow of work 
in the shop,” explained Ward, add- 
ing that no matter how swamped 
they were with work in season, 
the farmers within a 15 mile 
radius could count on them to 
come to their immediate aid in the 
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Sales of parts for this com- 
pany ere high during the 
normally slow months as a re- 
sult of response of farmers to 


the preventive maintenance 
program 
se 
for the customer to master the 


correct procedure.” 

Ward illustrated a case in 
point. One of their eight mechanic: 
spent two hours in the field super- 
vising a farmer’s operation of a 
combine and left him when all 
appeared to be going smoothly. 
The following morning the serv- 
iceman was called and told that 
something was not quite right. 
Though work was heavy in the 
shop, the serviceman went back to 
the farm for additional demon- 
strations and explanation. 


Selling farmers on 
the advantages of 


Preventive 
Maintenanee 


case of an emergency. “We con- 
tinue to point out to the farmer 
that it is costly if his machine 
breaks down in season when he 
has a number of men at work in 
the field. Our plan is to encourage 
our customers to have their equip- 
ment repaired and lubricated be- 
fore storing it.” 

The company also impresses 
farmers with the importance of 
using their instruction manual in 
the care of equipment. During 
farm machinery demonstrations or 
when equipment is brought in for 
repairs, the instruction manual is 
pointed to as the guide which 
should be followed in keeping 
machinery in satisfactory oper- 
ating condition. 

“In demonstrations we encour- 
age the farmer to actually operate 
the unit,’ Ward said. “We feel that 
a farmer learns by doing and we 
are here to supervise and guide 
him, devoting all the time needed 


“We never desert the farmer. 
We want him to feel confident 
that he can count on us for his 
smallest problem,” explained 
Ward. “If the farmer believes he 
can count on the dealer for sound 
and honest advice, it will lead to 
additional and larger sales.” 

In sending their more experi- 
enced servicemen on emergency 
calls the company makes it a 
policy to advise replacement or 
repair only in accordance with 
the farmer’s financial _ status. 
“What is most economical from 
the farmer’s standpoint is the first 
question which our servicemen 
are supposed to consider.” 

A disc harrow that had been re- 
paired numerous’ times was 
brought in for replacement of a 
part. The new part was costly and 
inadvisable in a harrow in poor 
condition. Here a new harrow was 
sold, the old one junked. 

(Continued on page 104) 
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: Why do you see this red top-wire on so many farms? 


_.. Because Red Brand Fence has earned the pref- 





erence of farm customers everywhere...They know 





from experience that long-lasting Galvannealed 


Red Brand fence and Red Top steel posts mean 





extra fence value...constantly increasing demand 
and fast turnover always means profit 
for Red Brand fence dealers ...The Red 
Brand “Practical Land 









: 


Use” program gives Red 
Brand dealers unusual ~ 
benefits ... Your Keystone 


man will tell you about it, or write: 





KEYSTONE STEEL &2 WIRE COMPANY 


PEORIA 7, ILLINOIS 








Makers of Red Brand fence, Red Top steel posts, Non-climbable fence, Corn Cribbing, Gates, Keystone Poultry Netting 
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Field Service Trucks 


Provide Effective 


SERVICE 


AFTER THE SALE 


By S. W. 


SYSTEMATIC plan for carry- 
A ing service to the farm is ac- 
counting for the steady growth in 
sales volume currently being en- 
joyed by the Hailey Sales Com- 
pany of Fayetteville and Rogers, 
Ark. 

Each of these units operates a 
dealer-to-customer service truck 
that is stocked with the most 
needed parts and which contacts 
every tractor owner or prospective 
owner in the territory. 

H. H. Graham, manager of the 
Fayetteville unit, says that this 
close contact with farmers de- 
velops extra volume for both sales 
and service departments. 

A special bed on the back of the 
service truck is divided into com- 
partments for carrying the most 
needed parts. 

“It’s not a new idea at all,” said 
Graham. “It’s just a good old idea 
that produces results.” 

The trucks have regular routes 
that are worked on schedule, yet 
extra calls are often made to con- 
tact new farm owners. Real estate 
transfers are checked for farm 
changes. The new owner is given 
just enough time to be settled, and 
then he receives a good-will call 
from the Hailey service truck, 
whose driver welcomes the new 
owner and lets him know that the 
dealer is interested in his welfare. 

The parts carried on the truck 
sell fast enough to provide sub- 
stantial profits on the dealer-to- 
customer activities. 

“The greatest value of the 
equipped service truck,” said 
Manager Graham, “is its promo- 
tional influence for our repair 
shop. Most of the farmers who are 
turning to power machinery want 
to buy from the dealer who gives 
the best service. Taking on-the- 
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Ellis 


H. H. Graham, manager of the Fayetteville, Ark., unit stands with truck 
used in many hurried service calls. Bottom: Truck returned with this 
tractor sent in for complete overhauling 


farm service to them is impres- 
sive, and makes them feel that we 
are interested in them.” 

Each service truck is manned 
regularly by a combination me- 
chanic-salesman, but all com- 
pany personnel learn to drive the 
truck, so that each may call on 
customers and _ prospects’ with 
whom he is acquainted personally. 

The plan enables the dealer to 
keep in the closest contact with 
customers and prospects. 

The small on-the-farm repair 
jobs are not too profitable to the 
service department in themselves, 
yet they often create important 
work for the shop. Frequently the 
mechanic in charge makes minor 
repairs on a piece of equipment 
and finds that it needs urgent shop 
repairs. It is a typical day for each 
of the trucks to start out loaded 


with parts, and to return to the 
shop that night bringing in a 
tractor for repairs. 

The service trucks are kept new 
and fresh. Each day they are 
cleaned before starting the rounds 
among customers. The signs on the 
sides are kept freshly painted 

“We want the trucks to be sign- 
boards on wheels for us,” said 
Graham. “When they are not on 
the road, we keep them out front 
where they can be seen. We be- 
lieve that they have as much dis- 
play value for us as the recondi- 
tioned equipment that we show on 
the display lot. They remind farm- 
ers that we don’t just sell him 
equipment and then forget about 
him. 

“A farmer's 
company grows 
service truck swings 


confidence in our 
when the red 
in through 
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We Moved the Pump 
Out of the Pit! 


by J. B. Darden, Asst. Sales Mgr. 
Water Systems Div., Goulds Pumps Ine. 


For years, cellar drainers have been 
a service headache to pump deal- 
ers all over the country. There was 
one major reason—the pumps were 
in the bottom of the sump. Silt 
caked on the pump parts while the 
pumps were standing idle in dry 
pits—and the pumps wouldn’t start 
when the sumps filled. Burned out 
motors, inoperative pumps—and 
flooded cellars — resulted all too 
often. 


Here at Goulds, we had felt for some 
time that a better cellar drainer 
could be built—a drainer whose 
pumping equipment was not in the 
pit. And, in 1948, we were able to 
resent our new Horizontal Cellar 
ee the unit that meets our 
most exacting requirements. 


Dealers Enthusiastic 


The new Drainer, right from the 
start, received a royal reception 
from Goulds dealers. At a glance, 
they were able to see its advantages 
... to visualize what its outstand- 
ing features would mean in better 
serv ice to homeow ners, less service 
for them. They recognized it as a 
made-to-order sales opportunity, 
and were quick to capitalize on it. 
I'm sure that no drainer ever built 
has received such immediate accept- 
ance and widespread demand. 


Important Features 


Briefly, the features that attracted 
so much attention were: 


1. Positive protection, without 
the limitations and disadvantages 
of conventional vertical submerged 
type pumps, at no extra cost, 


2. The pump is. not in the pit, 
but on the floor, or on a shelf—not 
exposed to silt accumulations. 


3. The motor is not over the 
sump... not affected by vapor, 
moisture or fumes rising from the 
pit. 

4. Unit may be set away from 
sump, simply by substituting a 


longer pipe between pump casing 
and suction elbow. 


5. Pump and motor accessible at 
all times. Pump can be dismantled 
(if it’s ever necessary) without dis- 
turbing pipe connections. 


6. Standard motor . . . positive. 
self-priming centrifugal pump .. . 
bronze fitted construction ... grease 


lubricated seal . . . safe ratings. 


7. Priced right ... in line with 
conventional-type drainers — with 
the full backing of Goulds’ 102 years 
of engineering experience. 


A Display “Natural” 


Goulds Horizontal Cellar Drainer 
is especially adapted for display. It 
sells itself, when prospects can see 
it in operation. In answer to dealer 
demand, we're offering, at cost, a 
striking display stand that makes 
display both easy and effective. 
It’s easily assembled, and attracts 
plenty of attention. Why not write 
our Sales Promotion Dept., Seneca 
Falls, N.Y. now? Be ready for the 
flood season this year. Customers 
won't wait—they can’t wait—when 
their cellars are flooded! 





LISS 


Your customers can’t wait. . 
check your inventory now and 
lay in stock for the wet-cellar 
season ahead. And plan for a 
bigger-than-ever Cellar Drainer 
volume, with the new 


(Advertisement ) 
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would YOU wait for a cellar drainer? 








GOULDS Horizontal 
CELLAR DRAINER 


GOULDS PUMPS INC., Seneca Falls, New York 


17 4) =, = 
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WILL ORDER ONE 
FROM THE FACTORY... 
TWO WEEKS... 









WATER SYSTEMS 


~*~ 


FOR EVERY FARM AND HOME NEED 
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his gate once or twice a month, 
and our man asks him if every- 
thing on the farm is working all 
right. It makes him feel better 
when the mechanic reaches into the 
specially equipped truck bed for 
a needed part. That saves the 
farmer a trip to town, and maybe 
prevents major breakdowns of his 
equipment during a busy season.” 

The company owner, N. L. Hail- 
ey, who has headquarters at his 
handsome new plant in Rogers 
believes that outstanding service 
is of primary importance in main- 
taining sales volume of new ma- 
chinery. 

Before he entered the farm 
equipment business he was a car 
dealer and salesman, dating back 
to Model T days. Taking over an 
automobile dealership that had 
failed four times, he built it into 
a thriving business. 


Successful Policy 


His success was based on well- 
promoted repair service and dem- 
onstrations much more complete 
than the average car dealer of- 
fered. The same policy is being 
used now for promoting his two 
farm equipment units at Fayette- 
ville and Rogers. The red service 
trucks that call on farmers ac- 
complish a three-point promotion- 
al plan: (1) They sell parts and 
on-the-spot repairs; (2) They 
convince the farmer that the deal- 
er is interested in his welfare and 
(3) They interest the farmer in 
having a complete demonstration 
of new equipment. 


Many of those demonstrations 
that end in sales are initiated 
when the service truck makes its 
periodical call and the friendly 
driver brings Hailey service to the 
farm. 
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Preventive Maintenance 
(Continued from page 100) 


“Good salesmanship? I grant 
you that,” commented Ward, “but 
it would have been poor economy 
to try to put the old harrow into 
shape.” 

Farmers Supply Company 
works closely with the 4H Club, 
Future Farmers of America, Fu- 
ture Homemakers of America, the 
County Agricultural Center and 
other farm groups. In the spring, 
the company gives its annual 
family party which is usually at- 
tended by about 1,500. 

“We want the people of this 
area to know that we are with 
them in everything—work and 
play—and giving them an evening 
of fun is a prelude to the close 
cooperation they can expect of us 
during the coming farming sea- 
son,” Ward said. 

In addition to its service activi- 
ties, the company also depends on 
its carefully planned promotional 
campaigns to keep its name before 


Left, the new building housing 
the Hailey Sales Company. A 
full line of equipment is dis- 
played outside the building. 
Customers are encouraged to 
have a complete demonstration 
of all equipment in which they 
are interested. Below: sales in 
this well-stocked parts depart- 
ment are stimulated by on-the- 
farm service calls 





customers. The biggest promotion 
of the year is the family party 
given in February when 2,500 
guests are invited in to see a 
variety stage show and movies. 


$100,000 Service Volume 
(Continued from page 94) 


mechanics. They cite the case of a 
baler that would not tie and 
which had been in and out of 
other repair shops over an entire 
season without proper adjustment. 
The following spring it gave the 
same difficulty and was brought 
into the Whitmore and Arnold 
shop for the first time. Studying 
it closely, the shop foreman found 
he had to make an extra adjust- 
ment that the book did not cover. 
The baler has operated satisfac- 
torily ever since. 

“A representative of the manu- 
facturing company came over to 
study the adjustment we made on 
the baler,” Gallaham said. “He 
was interested in applying the 
remedy elsewhere.” 
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lt Pays to Promote 


Farmers and gardeners recognize 
the Planet Jr. trade mark as the 
symbol of quality and service. Yes, 
saleability is an important feature 
of the complete Planet Jr. line of 
practical, specialized planting, fer- 
tilizing, and cultivating equipment 
for almost any crop grown in rows. 


When you promote Planet Jr., you 
help your customers make the 
greatest possible profit from their 
acreage. And that is bound to 
mean a lot more profitable business 
for you. 






The Complete 


Planet Jr. Line 
includes: 


Planet Jr. Garden Tractors: 142, 2%, 3 
and 5 H.P. 

Planet Jr. Tractor Attachments for plow- 
ing, discing, seeding, fertilizing, cultivat- 
ing, lawn mowing, field mowing, hauling, 
grading and snow plowing. 

Specialized equipment for use with gen- 
eral purpose tractors. 


Planet Jr. Planetized* Tillage Steels. 


Single and Double Wheel Hoes... Com- 
bination Wheel Hoes and Seeders... 
Fertilizer Distributors. 

*Trade Mark 


3421 North Fifth Street 


€ 
REG. u.s. PAT? 








Lawn Mowing 


S. L. ALLEN & CO., Inc. 


Philadelphia 40, Pa. 


A 
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Active demonstrations held at Farm Tools conference 


Farm Tools, Inc. Holds 
Sales Conference .. . 


ARM TOOLS, Inc., Mansfield, 

Ohio, recently held one of its 
largest and most successful sales 
meetings and product demonstra- 
tions, when over 400 of its jobbers 
and their sales and service men 
gathered at the home office. Every 
state was represented during the 
4-day convention. 

Plans for the 1950-51 season’s 
advertising and sales promotion 
program was charted. An extensive 
farm paper advertising schedule 
will augment the dealer advertis- 
ing, plus jobber and dealer point- 
of-sale material to give the jobber 
and his dealers full advertising and 
sales promotion support, it was 
pointed out. 

A product demonstration fea- 
tured the company’s line of farm 
implements, and highlight of the 
demonstration was the new 50- 
foot Harvey farm elevator for 
handling and storage of materials. 
The sides of this elevator can be 
adjusted easily and quickly to four 
different positions to handle small 
grain, ear corn, root crops, bagged 
materials or baled hay or straw. 

Following a trip through the 
plant at Loudonville, Ohio, where 
Harvey farm elevators are being 
built, service classes were held. 





Empire Releases New 
Tillage Tools Catalog 


MPIRE Plow Co., 3140 E. 65th 
St., Cleveland 27, Ohio, has 
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released its new catalog, No. 50, 
on tillage tools. 

The 25-page booklet contains in- 
formation and descriptions of the 
company’s Isothermal heat treat- 
ing process, which is said to give 
tillage tools greater toughness and 
resistance to shocks in the field. 
Some 22 pages are devoted to Em- 


pire’s. tillage tools, including 
sweeps, shovels, teeth, spikes, 
o 


New portable air 
conveyor, the Vac- 
u-vator, recently in- 
troduced by Dunbar 
Kapple, Inc., for 
handling shelled 
corn and small 
grains in flat stor- 
age. The unit uti- 
lizes the vacuum and 
blower principle and 
will transfer grains 
to a distance in ex- 
cess of 100 feet. Its 
capacity is over 40,- 
000 pounds per hour. 
Grains are trans- 
mitted through an 
eight-inch pipe, a 
portion of which is 
flexible and can be 
adjusted for any 
conditions of load- 
ing. 








unloading or 
turning 


ir 





points, scrapes, plow shapes, fur- 
rowers, scooters, etc., with com- 
plete specifications and an illus- 
tration of each item. 





Dunbar Introduces New 
Portable Air Conveyor 


UNBAR Kapple, Inc., Vac-u- 
D vator Division, Geneva, IIl., 
has introduced a new portable air 
conveyor for handling shelled 
corn and small grains in flat stor- 
age. 

Called the Vac-u-vator, the unit 
utilizes the vacuum and blower 
principle, It has a capacity of over 
40,000 pounds per hour and will 
transfer grain to a distance in ex- 
cess of 100 feet. Oats, wheat, bar- 
ley, corn or other grains can be 
handled effectively and without 
damage, it is claimed. 

The Vac-u-vator is powered by 
either a 30 h.p. air-cooled engine, 
30 h.p. water-cooled engine, 25 
h.p. electric motor, or by farm 
tractor belt pulley. Transmission 
of grain is through eight-inch 
pipe, a portion of which is flexible 
and can be adjusted for any con- 
ditions of loading, unloading, or 
turning. The unit is provided with 
a hitch and is mounted on wheels 
with 600 x 16 tires for easy trans- 
portation from one location to an- 
other. 

Descriptive literature is avail- 
able from the manufacturer. 
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@ Moderately priced 


@ Weather resistant 
@ Light and strong 
@ Reasonably priced 


@ For general farm use 





MAGNOLIA 


Packed in individual burlap ond 
poper wrapped tubes. Ideal for well 
tope Send for free sample 





MALLISON WEBBING 


Pocked in Cut Bands stitched for immediote 
use or in 100 ft. rolls. Send for free somple. 


Write for additional literature and sales helps on com- 
plete Puritan line which includes Puritan, Regal, Kendale 
Southgate and Magnolia Sash Cord 
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) PURITAN CORDAGE MILLS, Inc. (Manufacturers) Lovisville 6, Kentucky 
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The Deming Jet Pump 
and Complete Water System 


You deal with FACTS (not fancies) when you sell 
FEATURES of Deming Jet Pumps and Water Systems. 


It's a FACT that the impeller and pump shaft are 
engineered to maintain ACCURATE ALIGNMENT 
of the motor shaft. 


It's a FACT that the automatic regulator is engi- 
neered to assure the most efficient pressure on the 
jet regardless of the pressure in the storage tank. 


Those and other features of Deming Jet Pumps are 
engineered to assure top performance and top value 
for your customers. 


Get ALL the FACTS about Deming Jet Pumps and 
Water Systems. Write NOW for full details. 


THE DEMING CO., 519 BROADWAY, SALEM, OHIO 








PUMPS AND WATER SYSTEMS 


PUTHERN FARM EQUIPMENT Section for NOVEMBER, 1950 107 








“All-American”? Pump 
Announced by Advance 


DVANCE Pump Co., Berkeley, 

Calif., and Hamilton, Ohio, 
has introduced a wholly self-con- 
tained, 100 percent self-priming 
horizontal-type water system, the 
All-American, for shallow wells. 
Made in two sizes, the complete 
unit’s over-all dimensions are 12 
x 28 x 30 inches high. 

The % h.p. size has a capacity 
of 450 gallons per hour, and the 
12 h.p. size, 975 gallons per hour, 
both when pumping from a depth 
of 10 feet and discharging against 
a pressure switch setting of 20 to 
40 pounds, thus making the system 
ideal for complete automatic pres- 
sure water service for the home, 
it was announced. 

The new unit consists of a di- 
rect connected horizontal motor 
with double seal packed 


grease 








ball 
centrifugal pump, 


bearings, and a high pressure 
with built-in 
ejector and foot valve, ready to 
install. An improved mechanical 
seal that requires no packing or 


lubrication and a built-in air 
charger are other new features. 

The All-American is suited for 
practically all shallow well pump- 
ing applications, the manufacturer 
stated, and is quiet in operation 
and can be easily converted into 
a deep well pump, if needed, 





Donagher Succeeds Himes 
As Oliver Export Mgr. . . 


HE RETIREMENT of D. A. Himes, 
T manager of the export divis- 
ion of The Oliver Corp., 400 West 
Madison St., Chicago 6, Ill., for 
more than 35 years and a veteran 
of 47 years of service with the 
company, was announced today by 





Left, Lawnkeeper 24 . Right, Moto-Boy 20 with optional weed-topper 
New all-steel arch-type utility building being produced by Martin Steel 
Products Corp., Mansfield, Ohio. Well suited for grain and feed storage, 
for implements or as a farm workshop, the building also serves as a 
low-cost shelter for livestock or poultry. When used for stock, it can be 
erected with a roomy loft for storage or chopped bedding or baled hay, 
or can be used in connection with Martin grain bins, silo or haymaker 
to simplify feeding. Flexibility of design permits use of high entrance 
doors at both ends when necessary to accommodate large machines 
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Merle S. Tucker, Oliver vice presi- 


dent in charge of distribution. At 
the same time, Mr. Tucker named 
H, F. Donagher, a member of the 
organization since 1925 and assist- 
ant manager of the division for the 
past five years, to succeed Mr. 
Himes. 

Mr. Himes first entered the em- 
ployment of The Oliver Chilled 
Plow Works, predecessor of the 


present Oliver Corp., in 1903 at 
South Bend. Within 12 years, he 
had progressed to the position of 
export manager, and he succeeded 
to this position for the entire cor- 
poration in 1929. 





H. F. Donagher 


Mr. Donagher, 49, joined Oliver 
at South Bend in 1925. He became 
active in the export division short- 
ly thereafter, and began a career 
in South America, where he rep- 
resented Oliver in many countries 
for 20 years. He was called back 
to the central office of the export 
division in Chicago in 1945. Since 
that time, as assistant export man- 
ager, he has traveled widely in 
Europe, Africa and the America’s 
In his new capacity as head of the 
division, he will be responsible for 
the continued development of 
Oliver’s business in 75 different 
countries. 
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b Speeds... that min Salest 


This Oliver tractor is a perfect choice for row crop care and general 
all-round farm duty. Its six forward speeds provide the farmer the 
proper working rate for any practice—from close, careful cultivation 
to swift coverage with wide-swath tools. He can crawl along at a 
snail's pace when transplanting . . . sail down a highway at better 
than 13 miles per hour when in a hurry. It’s a tractor flexibility fea- 
ture that helps put an Oliver dealer's business in high gear! 









tHe OLIVER corporation 


400 West Madison Street, Chicago 6, Illinois 








“FINEST IN FARM MACHINERY" 
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°A SURE HIT’—DEALER 


PREDICTION 


FOR BRUSH AND LOG SAW PROMOTION 


Merchandising Kit Shows 
the Way to Greater Sales 


Timed for Autumn sales, the Simplicity Brush and Log 
Saw Promotion includes all of the ‘‘equipment’”’ needed 
to attract customers and capitalize on the big Simplicity 
Fall advertising campaign. Colorful store posters, dis- 
play cards, direct mail pieces, ad reprints, dealer ad 
mats, radio announcements and selling plans are all in 
the package —— with full instructions for effective use. 
It’s sent to all Simplicity dealers. 


Special Display Possibilities 
with Brush and Log Saw 


The Simplicity Brush and Log Saw gives dealers an 
opportunity to display Simplicity versatility to advan- 
tage. Three separate set-ups are possible, each of which 
illustrates a particular use or uses of the implement. 
The vertical set-up shows how the saw is used for buck- 
ing and limbing while the horizontal demonstrates tree- 
felling and brush-clearing possibilities. Another set-up, 
with tilting frame, illustrates ease of sawing cordwood. 
Coupled with the great versatility of the basic Sim- 
plicity Garden Tractor, these uses emphasize the fact 
that a Simplicity works 52 weeks a year. 


Profits from the Simplicity Line are a 
twelve month proposition 


Every month of the year, there is an opportunity to 
profit with Simplicity. The current Brush and Log Saw 
promotion is another of a series in the Simplicity pro- 
gram for year ’round sales. Simplicity’s full line of 
implements means twelve months of activity — and the 
promotions are timed for greatest seasonal appeal. 








|------- USE THIS COUPON —--—---- 
| 

| SIMPLICITY MANUFACTURING COMPANY 

| 1103 Spring St., Port Washington, Wis. 

| I'm interested in the profit opportunity in a Simplicity dealership. 

. Please send full information! 

| Firm Name en 

Address — 

I City:__ a State: i 








Simplicity National Advertising 
Reaches Garden Tractor Prospects 
in Every Community 











r ' 
No 
More i Saw Cord Wood, Clear Heavy | 
: | Brush, Fell Trees Up to 16 i 
Hand 


Diameter with a 







Sawing! 








Simplicity 
Ca To 
UTILITY TRACTOR 


AND 20” BRUSH 
AND LOG SAW 






SIMPLICITY 20° BRUSH AND LOG saw $48°° 
AMERICA'S 


BIGGEST Madel “M" 3 hp. Garden Tractor 
GARDEN " * $92500° | 
TRACTOR \ Model “L" 2 h.p. Garden | 


2 Tractor a* | 
VALUE 7 s155% | 


e The above advertisement, shown in reduced size, will appear 
in the November issues of Country Gentleman and Progressive 


a 7. Ola phe 
SIMPLICITY MANUFACTURING COMPANY } 


Farmer. Other national ads carry the Simplicity story to 
readers of Better Homes and Gardens, American Home, 
Saturday Evening Post and State Farm Publications. Sim- 


plicity messages reach the best prospects in every dealer area, 


pave the way for tractor and implement sales. 


SOME SIMPLICITY DEALERSHIPS STILL AVAILABLE 
Simplicity has room for additional qualified dealers who 
are interested in year round garden tractor profits. 
Simplicity offers two garden tractor models in the most 
popular horsepower classifications, with a wide range 
of implements that attach to either model (which means 
lower inventory investment for dealers) plus better 
engineering and better materials. Simplicity prices are 
competitive — and the value offered is tops in the field. 
Write for full details now. 
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Oversize Pulverpactors 
Announced by Sheppard 


NHEPPARD Diesels, Hanover, 

Penn., announces the addition 

of four new oversize pulverpactors 

to its present line of farm imple- 
ments. 

The new _ pulverpactors§ are 
equipped with 2l-inch wheel in- 
crements and are available in four 
51ZCs. 

The oversize 2l-inch wheel in- 
crements used in the pulverpactors 
(the largest offered by any manu- 


facturer) serve a two-fold pur- 


pose: they provide added weight 
in the field and at the same time, 
because of the oversize diameter 
of the wheels, give this heavy- 
duty pulverpactor easy draft, it 
Was announced. 

New Flote-Ride Seats 


For M-M Tractors .. 


M 


nounces 


INNEAPOLIS-MOLINE Co., 
Minneapolis 1, Minn., an- 

that a new Flote-Ride 
seat that includes various adjust- 
ments for the comfort of the trac- 
tor operator and a shock absorbe: 
that utilizes both fluid and spring 
assembly to provide a smoothe1 
ride is now standard equipment on 
its line of tractors. 

One of the features of the new 
seat, which is made especially fo1 
Minneapolis-Moline by the Knoed- 
ler Manufacturers, Inc., is a pat- 
ented instant weight adjustment 
By means of selective notches, the 
seat can be adjusted simply and 
quickly to accommodate the 
weight of the operator and to suit 
the terrain over which the 
tor is operating. 

The spring and shock absorber 
issembly are built as a unit and 
are adjusted together. The seat is 


trac- 


designed so that the spring carries 
the weight of the operator and the 
hydraulic shock absorber controls 





the rebound or up-travel, so that 
even on rough ground the operato! 
does not bounce in the seat 

The seat also features a leveling 


adjustment, permitting the operat- 
or to adjust the seat pan in a hori- 
zontal position, even though the 
tractor may be at an angle, as in 
plowing when one wheel is run- 
ning in a furrow. 


New Stalk Pulverizer 
Has Adjustable Wheels 


NEW stalk pulverizer, featur- 
A ing adjustable wheels that 
adapt to all row widths, is being 
offered by the Brady Mfg. Corp., 
S. E. 30th & Granger, Des Moines, 
Iowa. 

Named the Brady Multi-Crop, 
the pulverizer has been extensive- 
ly tested in the shredding of corn, 
cotton and soy bean stalks, Also, 
it was proven eliective in heavy 
growths of clover and grasses and 
is being used as a beet topper, po- 
tato topper and in a wide variety 
of crops on large truck farms, it 
Was announced. 


Pulverizing action of the unit 
comes from special alloy chains 
whirling on a dynamically bal- 


anced cylinder. Driven by tracto1 


power take-off, the whirling 
chains shred all debris and de- 


posit it back on the ground with- 
out windrowing. The height at 
which the chains whirl is adjust- 
able. All turning 
ing equipped 

The Brady Multi-Crop is said 
to aid farmers in their battle 
against corn borers and boll weev- 
many larvae 
stroyed in the stalks. Shredded 
stalks leave no winter protection 
for larvae, and the resultant clean- 
er plowing is important in holding 
down pest counts 


shafts are bear- 


ils, since are de- 
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Massey-Harris Issues 
New Plow Catalog . . 


ASSEY-HARRIS Co., Racine, 

Wis., announces the avail- 
ability of a new edition of its plow 
catalog. Printed in color, the 
24-page booklet describes and il- 
lustrates the company’s complete 
line of moldboard plows, disc 
plows and one-way disc. 

The first section of the catalog 
features the 28 and 27 moldboard 
plows with Massey-Harris’ ex- 
clusive constant clearance lift, ad- 
justable wheel bearings and X- 
frame bracing. 


The next section is devoted to 
the 32 mounted plow, 801 single 
furrow mounted plow, 4i Two- 
Way mounted plow, and the 33 
Roll-Over plow—all with extra 
clearance, easy hook-up, even 
weight distribution and adaptable 
for use with hydraulic units. Fol- 
lowing this are the 400 and 600 
disc plows and then the 510 and 
509 One-Way discs with Roto-Lift, 
the device that raises discs to full 
clearance in only 40 inches of 
travel. 

Free copies of the catalog will be 
furnished by the manufacturer. 








bee 


AVERY ‘‘R’’ does better work in 
less time, on far less fuel! 


That’s why the demand for the new Avery 
growing by leaps and bounds. Farmers everywhere wamnt fast, 
easy, dependable performance at lower cost; they want ease 
of operation, comfort and safety in riding. And they get 


them all in the new Avery “R” 


Features that sell! 
New Hi-Torque Engine equipped with High Turbulence 
Head develops higher compression for greater power on less 
fuel. Four Speed Ranges permit selection of working speeds 
from 1!/, to 13 mph without losing working power. Many 
other improvements, such as foam-rubber-cushioned seat 
with hydraulic shock absorber. And the Avery 
lower than comparable tractors. Some highly desirable 


dealerships open! Write: 


B. F. AVERY & SONS COMPANY 


Dallas -« 


Louisville « 
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“R" Tractor is 


“R” is priced 





Memphis 





New Rebinsen Bulletin 
On Crop-Drying Fans . 


OBINSON Ventilating Co., 7 

lienople, Penn., has issued 
Bulletin No. 6501 on its crop-dry- 
ing fans, adaptable to all farm 
crops. 

The manufacturer states that 
more hay is grown in the United 
States than any other crop. More 
hay is lost than any other crop. 
The new mow drying system ior 
blowing air through partially fieid 
cured hay in the mow dries it 
down to a moisture content suit- 
able for safe storage. 

The system of drying hay is al- 
so applicable during the summer 
months for drying wheat, oats, 
barley and other grains. For dry- 
ing ear corn, any kind or size of 
corn crib can be arranged with a 
simple fan and duct system, the 
manufacturer pointed out. 

Bulletin No. 6501 may be ob- 
tained by writing the manufactur- 
er. 


@ 
' 


J&J Introduces New Fibre- 
Bonded Milk Filter Disk .. 


OHNSON & JOHNSON, Filter Divi- 
| rms 4949 W. 65th St., Chicago 
38, Ill., announces that the original 
Fibre-Bonded milk filter disk is 
now made from an _ improved 
formula, making the filters more 
retentive than before. Farm and 
laboratory tests are said to show 
even finer sediment particles are 
now safely removed. Farm sedi- 
ment check-ups become easier and 
more reliable milk quality is im- 
proved with the new improved 
formula disk, it is claimed. 

To protect and keep the im- 
proved filter disk clean, Johnson 
& Johnson now “factory seals” the 
disks in a new, easy-to-open box. 
A protective flap permits closing 
again, which keeps contents free 
of dust during the life of the pack- 
age. Each box contains 100 new 
formula Rapid-Flo fibre-bonded 
filter disks. 

The introduction of a new sani- 
tary dispenser enables the farmer 
to keep his filter disks fully pro- 
tected, convenient and ready for 
instant use, it was announced. The 
low-cost, all metal dispenser is of 
sanitary construction, with sloping 
lid especially designed to avoid ac- 
cumulation of dust. The user re- 
moves filter disks with one hand 
and the dispenser lid closes auto- 
matically. Dispenser holds the new 
Factory-Sealed box with 100 filter 
disks. 
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Only a limited number of 
new territories are open. 


Within the next few weeks, contracts will 





be re-signed with a large number of 
present New lo£a dealers. Because of the 
latge volume of New !d&a implements 
being sold by the present dealer organ- 
ization, only a few new dealer contracts 
will be written. 





NEw Ip EA ithe line with the broader 






customer appeal 










You may be qualified for a profitable 
NEw [ven (dealership now is the time 


for you to investigate its many advantages. Admittedly 








one of the most liberal in the farm equipment field today, 
it constitutes a sincere partnership in the development 
of the finest opportunity in the farm equipment business. 
When you have this franchise, you will discover how easy 
it is to get more business and more profit from your 
efforts. If we are not adequately represented in your 


territory, write us today. 









EW §EDEA 
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VCO 
DIVISION A MANUFACTURING ole) ite) 7 wale), | 
COLDWATER, OHIO SANDWICH, ILL. 








Order From Your Wholesaler 


“BILUNGS 


THE BILLINGS & SPENCER CO. 
Hartford 1, Conn., U.S. A. 








Atlantic Steel Names 
Wright te New Post 


H. WRIGHT has been named 
A. general superintendent of 
the Atlantic Steel Co., Atlanta, 
Ga., effective October 1, according 


to an announcement by J. H. 
Girdler, vice president. At the 
same time, R. E. Bobbitt was 


named superintendent of mainte- 
nance, and W. R. Potts was named 
chief engineer. 

Mr. Wright, a graduate of Geor- 
gia Tech, has been connected with 
the Atlantic Steel Co. since 1936 
in both and operating ca- 
pacities. He has served as assistant 
superintendent of the wire mills 
since 1948. 


sales 


Red Jacket Announces 
New High Capacity Pumps 


HE RED JACKET Mfg. Co., Dav- 
enport, Iowa, announces the 
availability of a new high capacity 


line of centrifugal pumps in six 
sizes. 
Case construction is of high 


quality grey cast iron, shaft is of 
high quality steel with 
bronze packing gland, and impel- 


carbon 


are available 





lers are solid bronze 
type, it was announced 
The 12” and °%4 


feature Oilite outboard bearings 


and are available with either V or 
flat belt pulley. Capacities 120 t 
1200 g.p.h. at 10 to 50 ft. total head 
requirements. 


up to 1 h.p 


| ae 





The 1, 144, 142 and 2 inch dis- 
charge sizes feature single row 


outboard ball bearings and also ars 
available with either V or flat belt 
pulley. Capacities range from 1200 
to 10,800 g.p.h. at 10 to 70 ft. total 
head, up to 32 h. p. requirements 
All pumps are tapped female 
I.P.S. suction and discharge 
Descriptive literature and prices 
from the company 


semi-onpen 


discharge es 

















Automatic Pick-up 
HAY BALER 








franchise. 





THOROUGHLY TESTED AND PROVEN in 
fields across the nation on all types of foliage, 
the LONG ”50” brings you a new principle in 
automatic hay baling. A principle that not only 
means tightly tied, compact, square bales every 
time... but a principle that sells hay balers, too! 


YOU TOO CAN SELL THE LONG “50”. Our 
dealers are selling these balers fast because it 
is so easy to show a prospective customer its 
many superior features. Upkeep cost is an abso- 
lute minimum. This is truly. a baler that you 
can profitably add to your line. It is the product 
of superior workmanship and thorough testing. 


GET MORE INFORMATION TODAY about the 
LONG “50%. Act now to get your valuable 



















WRITE, WIRE, OR PHONE AT ONCE 
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The Dairyman with the 
Larger Herd who wants the 
milker that won't cause “Up-and- 
Down” milking losses . . . 


‘om, LOOKS TO THE DE LAVAL 
,T? MAGNETIC SPEEDWAY MILKER 


im, The Smaller Herd Dairyman - 
. who plans to expand and wants 
a milker that is low in cost and 







high in performance ... 


LOOKS TO THE DE LAVAL 
STERLING SPEEDWAY MILKER 











FARM FAMILIES EVERYWHERE 


OOK TO DE LAVAL 















For Better Products a 
. For Better Farm Incomes ...And Better Farm Living 
re 
lt 
al 
i 4 we _e The Farmer's Wife who wants ee a ee 
. i he spose soving I7-cx. 5; Hoeser — ) who wants the milker made just 
yr ( in a 12 ev. ft. cabinet... > nea reggecrdiget ge. Age ahcasal 
wane = LOOKS TO THE DE LAVAL , ores... —S— 
8 _)~\=—- MODEL F-120 SPEEDWAY \_——— “Ww LOOKS TO THE DE LAVAL é 
a ae FOOD FREEZER STERLING SPEEDETTE MILKER fy 


(or to the Model F-80 De Laval Speedway Food Freezer, the 
8 cu. ft. freezer in a 4% cu. ft. cabinet.) 








The Farmer who wants to be “J : 

paid for all the cream his cows The Farmer whe wants — aa . 

produce . Pa milk with no rejections . . . S77 

LOOKS TO DE LAVAL CREAM LOOKS TO DE LAVAL f 
SEPARATORS SPEEDWAY MILK COOLERS y- 








The Progressive Dairyman 
who wants to cut costs and in- 
crease dairy profits . .. 


LOOKS TO DE LAVAL COMBINE 
MILKERS 


The Dairyman who wants to be 
sure of low bacteria counts... : 


LOOKS TO THE DE LAVAL ; 
SPEEDWAY WATER HEATER 





Le 













. 


aa YO U Write Your Nearest De Laval Office 
, , J For Full Dealership Information 
, CAN LOOK TO 


* OH. DELAVAL... 
aD 


: De Laval 
for a profitable dealership that will serve the needs of YET REN, 


se 














id ; ? THE DE LAVAL SEPARATOR COMPANY ® 
the farm families in your area who have the desire to buy, 149 Greodeinn aaa > 
the cash to buy with .. . and who look to De Laval’s Better a nantes St., Chicago 6 . -_ : 

i 6! Beale St.. Son Francisco 5 
Products for Better Farm Incomes and Better Farm Living. unde. 
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Cleve-Weld Tractor and 
Implement Rim Catalog 


WHE CLEVELAND Welding Co., 

I’ West 117th St., and Berea 
Road, Cleveland 7, Ohio, has pub- 
lished a new catalog on its line of 
rims for tractors and implements. 
The 8-page brochure contains il- 
lustrations, sizes and details of 
rims, and methods of attachment. 

Rims cataloged include wide 
base rims, deep well rims and 
small drop center rims (both plain 
and attached clamp types). In ad- 
dition, the catalog contains factual 





information about the manufac- 
turing facilities of the Cleveland 
Welding Company plant and the 
methods employed to govern the 
quality of Cleve-Weld rims. 

A copy of the catalog is available 
from the manufacturer upon re- 
quest. 


Bostrom Tractor Seat 
For Allis-Chalmers WC 


OSTROM Mfg. Co., 133 W. Ore- 
gon St., Milwaukee 4, Wis., 
has adapted its tractor seat, known 








Get Set for Selling! 


...-With a 


BALANCED 
INVENTORY 


of the Parts 
Your Customers Need 


NOW is the time to check your 
parts bins and prepare for the 


\ 


HERSCHEL 
PARTS 








as the Ridemaster, to the Allis- 
Chalmers Model WC tractor. 

The seat, which is_ standard 
equipment on Oliver tractors, will 
be sold under the trade name of 
“Bodyguard.” It will incorporate 
Bostrom’s original shock abso 
tion principle, which uses rubbe1 
torsion springs to protect tl 
operator against sideslap, as ws 
as up and down, shock. The seat 
can be adjusted for operators 
weighing from 75 to 275 pounds 
and has a leg length adjustment. 


-~ 








New Utility Cart 
Introduced by Natvik 


A NEW Jiffy utility cart, de- 
signed for heavy carrying, 
has been introduced by Natvik & 
Co., Columbus, Wis. 

The cart has a steel, electrically- 
welded frame with a 32 x 30 inch 
wood platform and will handle 
four 10-gallon milk cans. Capacity 
is “4 tons. Rims, 4.00 x 16, are 
furnished to fit 6.00 x 16 tires, but 
tires are not furnished unless re- 
quested, so that cast-off tires can 
be utilized if desired. 

















selling days ahead. By ordering Mr 
your repair parts now, you'll avoid last minute rush and say 
worry ... you'll have fewer out-of-stock headaches .. . Sta 
there'll be less chance for delays in shipment. pay 
A well balanced inventory is the way to build more sales 
for yourself . .. more satisfaction for your customers. dai 
To 
HERSCHEL PARTS the 
... are field tested and guaranteed to fit. All Herschel -_ 
Parts can be recommended, sold and installed with confi- I 
dence. The Herschel line is complete . . . order ALL your 8 n 
requirements from this ONE dependable source. The cart is said to be ideal for Sax 
hauling feed bags, water, fuel, 
Use Herschel Parts for repairing all makes of cutter bars. milk or cream cans, or any other oft 
item too heavy to carry con- ato 
R. HERSCHEL MFG. CO., Inc. veniently. | 
ILLINOIS a ee 


FACTORY AND MAIN OFFICE: PEORIA, 
Branches: Auburn, N. Y.; Minneapolis, Minn.; Harrisburg, Pa.; Omaha, Nebraska 
DISTRIBUTORS: 

R. C. Cropper, Macon, Georgia The Southern Supply Co., Dallas, Texas 





Rising Defense Production 
To Mean New Controls. .. 


ANIC buying, brought on by 
the Korean outbreak, has 
largely subsided. However, the 


HERSCHEL PART S 
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The immunizer against 


the disease of communism 


99 


is a certain feeling... 


MR. WALTER S. GIFFORD 


“It is the feeling of a man who owns a home, a bank account, an insurance 
policy. It is the feeling that an employee on the Payroll Savings Plan has 
when he gazes at his accumulation of Savings Bonds and realizes that here 
is palpable evidence that he has made a profit on his job—that the profit 


system works for him as well as for his employer.” 


Mr. Gifford has believed in—and worked for—payroll measure the important feeling of ownership shared by 
savings plans for thirty-seven years—since 1913, when, as the dollars in U.S. 
Statistician of the A. T. & T., Mr. Gifford developed a Savings Bonds (against 45 billions at the end of the war!). 
Every Payroll Savings Plan is a reflection of the vision 


Americans who own 56 billion 





payroll savings plan for the purchase of A. T. & T. stock. 
| In 1938, A. T. & T. employees were offered a Payroll 


Savings Plan for the purchase of U. S. Savings Bonds. 


and enthusiasm of the top executive of the company. If 
he gets behind it, personally, employee participation 


7" " ; is high—to the benefit of the country, the company and 
lo date, Bell System employees have invested more é, fatale gp lai 
tet “ : the employee. If the interest of the Big Boss is active 
than half a billion dollars in savings bonds—with a PP hose 
; : neni — participation may very well exceed the 50° mark, 
maturity value in excess of $675,000,000. - ; ‘ ; : . oe 
’ rhe top man is the key man in a Payroll Savings Plan. 


0 


In upwards of 21,000 large companies, more than 
8 million Americans are investing $150,000,000 in U. S. 
Savings Bonds every month. To the systematic saving 
of these men and women—and the whole-hearted co-oper- 


ation of executives like Mr. Gifford—is due in no small 


Get in touch with your State Director, Savings Bond 
Division, U. 


put in a plan.. 


S. Treasury Department. He will help you 
. or he will show you how to increase 
employee participation—without undue effort or high 


pressure tactics, 


The U. S. Government does not pay for this advertising. The Treasury Depart- 
ment thanks, for their patriotic donation, the G. M. Basford Company and 
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level of the nation’s business 
steadily moves towards an ever 
higher plane. 

Industrial production, in early 
September, reached a new high for 
the years since 1945. Employment 
continues to soar, while prices in 
most lines have curved up. In the 
months ahead inflationary pres- 
sures likely will grow stronger. 





CONVENTION DATES 





Alabama Farm Equipment As- 
sociation, annual convention 
and show, Nov. 21-22, 1950. 
Headquarters, Tutwiler Hotel, 
Birmingham, Ala. Secretary, J. 
B. Wilson, P. O. Box 472, Au- 
burn, Ala. 


Farm Equipment Dealers’ Asso- 
ciation of the Carolinas, annual 
convention, Feb. 5-7, 1951. 
Headquarters, Hotel Charlotte, 
Charlotte, N. C. Secretary, A. 
A. Chappell, 210 National Bank 
Bldg., Wilson, N, C. 


Deep South Farm Equipment 
Association, annual conven- 


tion, Nov. 13-15, 1950. Head- 
quarters, Hotel Roosevelt, New 
Orleans, La. Secretary, John J. 
Crawford, 308 Guaranty Bank 
Bldg., Alexandria, La. 


Georgia Farm Equipment As- 


sociation, annual convention, 
Dec. 4-5, 1950. Headquarters, 
Hotel Biltmore, Atlanta, Ga. 


Secretary, Joe F. Pruett, 550 
Ocmulgee St., Macon, Ga. 


Kentucky Retail Farm Equip- 
ment Association, annual con- 
vention, Nov. 16-17, 1950. 
Headquarters, Brown Hotel, 
Louisville, Ky. Secretary, C. W. 
Whitney, Box 8, Highland Park 
Station, Louisville 9, Ky. 


Mar-Del-Va Farm Equipment 
Association, annual convention, 
Jan. 22-23, 1951. Headquarters, 
Lord Baltimore Hotel, Balti- 
more, Md. Secretary, Wm. H. 
Miller, Baldwin, Md. 


Mid-South Farm Equipment 
Association, annual convention, 
Jan. 17-18, 1951. Headquarters, 
Ellis Auditorium, Memphis, 
Tenn. Secretary, Graham Mc- 
Donald, Hotel Chisca Bldg., 
Memphis 1, Tenn. 


Mississippi Valley Farm Equip- 
ment Association, annual con- 


vention, Dec. 8-9, 1950. Head- 
quarters, Hotel Jefferson, St. 
Louis, Mo. Secretary, W. E. 
Parsons, 211 Hotel DeSoto 
Bldg., St. Louis 1, Mo. 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and show, Feb. 6-8, 
1951. Headquarters, Municipal 
Auditorium, Oklahoma City, 
Okla. Secretary, R. K. Thomas, 
711 Wright Bldg., Oklahoma 
City, Okla. 


Texas Hardware & Implement 
Association, annual convention, 
Jan. 15-17, 1951. Headquarters, 
Plaza Hotel, San Antonio, 
Texas. Secretary, Ray M. Sou- 
der, 822 Texas Bank Bldg., Dal- 
las 2, Texas. 


Tri-State Hardware & Imple- 
ment Association, annual con 
vention, Feb. 12-13, 1951. Head- 
quarters, Hotel Herring, Ama- 
rillo, Texas. Secretary, Mar- 
shall D. Shepherd, Box 660, 
Canyon, Texas. 


Virginia Farm Equipment As- 
sociation, annual convention, 
Jan. 26-28, 1951. Headquarters, 
John Marshall Hotel, Rich- 
mond, Va. Secretary, David L. 
Raine, 1800 W. Grace _ St., 
Richmond 4, Va. 








This heavy duty tractor 
clevis is just one of more 
than 100 different Moline 
Clevises 








2 ~=6Be ready | 











for business with a good 
stock of MOLINE clevises! 


When the heat is on—and farmers are busy—they want 
service fast. That’s why it’s good business to have a stock 
of Moline clevises on hand. You can take care of their 
and win customers. With Moline clevises 
customers high quality, strong 









needs at once 
you are giving your 
Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. * 
Write for catalog and prices 
DISTRIBUTED BY JOBBERS 
ALL OVER THE COUNTRY 


clevises and at a satisfac- 
tory price. Be ready—order 
yours today. 


MOLINE 


iRON WORKS 


u. S.A wis 
mo.ine wLinors ae | : 











STAR MANUFACTURING COMPANY 








DIVISION OF ILLINOIS IRON & BOLT CO. 


CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) Seventy Years of Service 
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Step UP Your Profits with 
Step UP Display Fixtures 


Association Designed 


SHOPPING ISLANDS 





Are Flexible and Versatile! 


It’s “eyes right” . . . right on your featured mer- 
chandise when it’s displayed on easy-to-see, easy- 
to reach display fixtures . . . they’re Association- 
designed for Association members only. Attractive 
Shopping Islands add 50% more display space to 
your store. They’re durably-constructed of high- 
grade mahogany, oak or birch, with ample 
storage-space underneath for reserve stocks. Top 
step-ups can be quickly arranged to accommodate 
all sizes and shapes of merchandise. 


Association Step-Up Display fixtures are un- 
excelled in beauty, workmanship and price. They 
are shipped completely assembled, ready to go to 
work at once. See association-designed fixtures 
first before you buy! 





For Complete Store Planning 
Consult Your State Association 


Streate 


Our Fixtures Available Only 
) Thru State Hardware Ass‘ns 











INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 
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You'll boost sales ...with Cleveland 


Display Stands and Kegettes! | : 





ET modern package merchandising increase your 
chain sales. In attractive, strong plywood Keg-ettes, 
ROUND Chain is easy to stock, display and SELL! 

Place Keg-ettes on your sales floor, display table or 
counter. Then watch customers stop, look and buy. 
Chain on display outsells chain under counters or in bins 
by 40%. 





Keg-ettes are available in 4 popular sizes of ROUND 
Proof Coil or ROUND BBB Coil Chain: *j”, 14”, 946” 
and 3%”, 

Ask your ROUND Chain jobber about Keg-ettes today! 


A-3509 








Reel Salesman holds Sales Master holds 6 full reels (or 
4 reels (or equiva- equivalent in “4 or Ys reels). Welded 
lent in “Yor Ys reels) Proof or BBB Coil chain is stocked 
of popular small in 4 storage bins in base. 


sizes of welded and 
weldless chain. 


Each Keg-ette contains one of following quantities of Proof 
Coil or BBB Coil Chain (self-colored or hot galvanized). 





Dt dcdddd den dcanntGewhid bonew ae Neeecadedeneeneates bi” 
DN hid Cb ddsn coed Rae henenen st end eeeeeneseneenaee yy" 
PN AD REAma ake Red ee EN ec eRhE Nee ededsatesensiaeeeas 56” 

Wis da Weemdddaen seed saedheunudeeeddesbesseeketeear 3G” 


EALISNT EV | 


The Cleveland Chain & Yfg. Co. 
Cleveland 5, Ohio 





Round Associate Chain Companies: The Bridgeport 
end tagged Chain & Mfg. Co., Bridgeport, Conn. « The Cleve- 
for easy land Chain & Mfg. Co., Cleveland, Ohio « Round 








handling California Chain Co., So. San Francisco and Los 
TEP, Angeles, Cal. e The Round Chain & Mfg. Co., 
| I) Chicago, Ill. ¢ Seattle Chain & Mfg. Co., Seattle, 
ih Ly Wash. e The Southern Chain & Mfg. Co., Birming- 
ham, Ala. ¢e Woodhouse Chain Works, Trenton, N. J. - 
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THE COST OF REGIMENTATION 
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No. 8 ina series of editorial messages 


we will move on toward a regimented war- 
time economy. The recently imposed credit re- 
strictions and defense-order priorities may be only 
a mild sample of what's in prospect—such as price, 
wage and manpower controls, consumer rationing, 
priorities, allocations and limitation orders. 

It’s not a pleasant prospect. Most of us have vivid 
recollections of the troubles experienced so recent- 
ly under war-time controls. We realize, too, that if 
such controls are again imposed, it will not be for 
some brief emergency period, as heretofore. Today 
we face the apparent certainty 


We the return of Congress it is probable that 





indirect measures rather than direct controls. 
First and most important is for government to 
follow the advice it gave its citizens and do some 
realistic belt-tightening. This means cutting down 
on non-military spending at the same time that 
heavier taxes are imposed. For serious effort to 
balance the budget would do more than anything 
else to remove fear of further depreciation in the 
value of the dollar; and thus it would encourage 
our citizens to invest their savings in government 
bonds instead of engaging in a mad scramble to 
convert their dollars into merchandise. 
A further important step is 





of having to live under a semi- 
war economy for many years. 
The present generation may 
never again see the time when 
it can be free from the burden 


of a huge military establish- 
ment. 
So we should make certain 


that such government controls 
as are now clamped down on us 
are really necessary. For they 
are quite likely to be with us 








for government to make it clear 
that the military program en- 
tails sacrifices for all classes of 
our citizens—for labor and 
farmers as well as business men 
and white collar workers. If 
government has to spend more, 
civilians will have to spend 
less; and that means actual re- 
duction in real income, in pur- 
chasing power, for all alike. 
Since the start of the Korean 
war, organized labor has kept 








not merely for some _ brief 
emergency period but perma- 
nently. 


We should reflect on the high cost of these direct 
government controls—in a vastly expanded gov- 
ernment bureaucracy, in an army of federal 
snoopers, and in the loss of individual freedom and 
opportunity. We should consider the troubles ex- 
perienced under rationing and price control—the 
flood of regulations and interpretations that must 
be studied, the added burden of record keeping, 
the rationing scandals, the black markets and the 
gray markets. 

We should remember that communism is 
the only grave danger that confronts us. Perhaps 
equally menancing is the prospect of long-con- 
tinued government controls, with bureaucracy be- 
coming so firmly entrenched that, irrespective of 
military developments, we might lose the very 
freedoms for which we are now fighting. 

After all there is an alternative. There is another 
and perhaps even more effective way to attain 
those necessary objectives of channeling more 
manpower and supplies into the defense program 
without producing further inflation. This is with 


not 


He'd better tighten his purse strings 


business and industry in a tur- 
moil with strikes and threats of 
strikes. With little justification—for the cost of liv- 
ing is still below the 1948 peak—labor leaders have 
forced general and _ substantial increases. 
These, in turn, have brought price boosts 
Government can and should discourage the idea 
from the military pro- 


wage 


that can profit 
gram. 

Another effective indirect method of retarding 
inflation is credit control, as exercised by the 
Federal Reserve System. This is quite obvious in 
the automotive trade where sales fell off sharply 
after drastic new credit restrictions were imposed 


anyone 


on new and used car sales. 

“Some think that the inflationary problem can 
be solved by rationing, controlling inventories, and 
fixing prices by law,” says the Federal Reserve 
Bank of Atlanta. “Price controls and rationing, 
however, reduce neither the money supply nor the 
desire to spend it.” 

It seems evident that we should attack the dis- 
ease instead of the symptoms. In this way we 
might avoid the high cost of a regimented economy. 
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Everybody needs nails — especially the handy 





sizes for use around the home. Yet most folks 
forget to buy them when they are in your store. 





So, why not take advantage of this situation 
and put some packages of DixIsTEEL Wire Nails 
and Brads out where your customers can see 
them and Jwy them on the spot? 

The new, red, yellow and black D1ixIsTEEL 
packages are real eye-catchers. 

Order a supply of DixisTEEL Wire Nails and 
Brads from your wholesaler and watch your 





Try this little sure-fire merchandising trick! 
Take a few packages of DIXISTEEL Wire 
Nails and Brads and put them out on a 
counter where your customers can see them. 
Place a small sign in back, asking this simple 
question: Need Nails? Our representative 
will be glad to give you a sign, or if you 


prefer, write us and we will send you one. 


profits grow! 





Atlantic Steel Company 


MAKERS OF DIXISTEEL SINCE 1901 
ATLANTA, GEORGIA 
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A flower and shrub section, installed by 
Tampa Hardware Co. as an added at- 
traction for the feminine trade, has proven 
a profitable and reliable traffic-puller. 
Right, Sales Manager W. E. Myers dis- 
cusses the day’s plant “special” with a 
customer. Below, left, housewares are 
neatly arranged and clearly priced-marked. 
Layouts are changed frequently. Right, is- 
lands of paint form a bright store corner 


Using Chain Store 
Methods, They 


Doulled 








NCREASING store traffic to boost D. Warner, president of the newly- Having been a store manage! 
] sales volume is just a matter established Tampa Hardware Co., for the J. C. Penny Co. for mere 
of merchandising, in the form of of Tampa, Fla., successor to the re- than 20 years, Mr. Warner had 
better advertising, better displays, tail division of Knight & Wall Co., one big advantage over most in- 
and better salesmanship, says E. also of Tampa. dependent dealers when he or- 
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ganized his own independent com- 
pany: he wasn’t afraid of the 
growing competition from chain, 
variety, drug, sundry and grocery 
stores, or of service stations and 
other types of business that have 
moved into the hardware field. 

“It’s not a question of competi- 
tion,” he explained. “It’s a ques- 
tion of initiative and aggressive- 
ness. In many ways our competi- 
tion is helpful. It puts us on our 
toes. It keeps us alert and forces 
us to do a real selling job. 

“Never forget, there is still a 
demand for quality merchandise 
which the multiple unit stores are 
not serving. You have to find and 
cultivate that market, and to do 
that, you have to develop steady 
store traffic. That is exactly what 
we are doing.” 

Warner is doing a highly suc- 
cessful job in getting prospective 
customers into his store. Since he 
inaugurated his new sales program 
a few months ago, store traffic 
has more than doubled, and sales 
have increased in the same pro- 
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Above, the full- 
Page advertisement 
which was used to 
announce the open- 
ing of Tampa Hard- 
ware Co. and to 
state its new policy 
of mass presenta- 
tion, open displays, 
and emphasis on 
quality first and 
price second. To at- 
tract women, over 
1,000 plants were 
offered free to gar- 
den shop visitors. 
These disappeared 
by noon. Right, elec- 
trical] fixtures and 
chimes’ are dis- 
played on a bright- 
ly colored panel 
where they can be 
operated with 
switches. Each item 
is clearly price 
marked 


BICYCLES 











portion. His methods of obtaining 
additional store traffic and voluine 
are based on his chain store ex- 
perience and the chain’s methods 
of promoting merchandise. 

First, Warner started his ven- 
ture by selecting local men with 
merchandising experience for of- 
ficers of the corporation. Trained 
personnel formerly with the re- 
tail division of Knight & Wall 
rounded out an enthusiastic sales 
force of men and women. 

Then, again using chain store 
policies, he completely revised the 
store from front to back, brighten- 
ing every section and corner with 
what the store’s advertising proud- 
ly called “fa new look.” After an 
inventory, he assembled related 
items and departmentized the 
space. The goal was to make im- 
pulse items of as much of the 
stock as_ possible. This auto- 
matically minimized _ called-for 
items, but these still were given 
ample display. 


The change was wrought in 
many ways. Waist-high back 
panels replaced back walls of dis- 
play windows along the two sides 
of the store and opened the interior 
to a clear view from the street 
Interior lighting was kept on afte 
dark to display all departments. 

To add color to the windows. 
bright tilted panels were installed 
to give the passer-by the feeling 
that he almost could pick up and 
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handle the displayed items. Dis- 
plays and colors were changed 
frequently. On a_neatly-framed 
bulletin board outside the store, 
i Warner placed a copy of the com- 
pany’s current advertising, hung 
at eye-level for easy reading. Ads 
were changed as they appeared, 
and the board was used also for 
special signs. : 

This impression of neatly-ar- 
ranged, well-displayed merchan- 
dise was carried out inside also. 
Boxes of various sizes, covered 
with bright plastic material, were 
used for changeable pyramid dis- 
plays of two and three-tier make- 
up. Display counters were backed 
with chest-high panels on which 
called-for items, stocked beneath 
the counters, were shown. 

Along the walls, Warner in- 
stalled recessed, indirectly lighted 
panels for such items as guns, 
tools and power tools. Everything 
| possible was made a “self-seller.” 
Paint and marine hardware 
especially were emphasized. Occu- Above, displayed in 
pying a corner space, the paint de- recessed, indirectly 
partment was given nearly ceil- lighted panels, tools 


ing-high shelves and pyramidal become impulse 
4 items and enjoy a 





























floor displays. Marine hardware rapid turnover. 
1 was placed on large lighted panels Right, W. D. Warner. 
for easy selection from a stock be- owner, discusses a 
hind the panels. This corrected a ckillet with Vice 


President Orr before 


clutter of displayed stock and it is put on display. 
added space to the store. Below, power tools 

Since the new merchandising ae ae = 
policy was aimed principally at — an 


women, housewares and appli- them “self-sellers.” 

ances were given a_ prominent Parts are stocked in 

place in the front of the store, at drawers beneath the 
display counters 

the start of a natural counter- 

clockwise store traffic pattern. 

Every item in the store, both 
those on the counters and on dis- 
play panels, was plainly priced— 
a practice which, Warner said, re- 
duces sales resistance immensely. 

“Unpriced items,” he explained, 
“tell the prospective customer 
only half the story. The prospect 
immediately forms an impression 
of a price which is usually too low, 
and when he finds out the actual 
price, it is higher than he had an- 
ticipated, and a sale is lost. But 
when a price becomes a part of his 
original impulse, it does not stop 
him,” 

As an added attraction for the 
feminine trade, a flower and 
shrub section ties in with the 
gardening and outdoor hardware 
departments. This has become a 
store specialty and a great Ce- 
veloper of women’s traffic. A 
wrapping of metal or decorated 
paper around the plain containers 

(Continued on page 38) 
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Modernizing in West Texas 


By Baron Creager 


ROM A modest beginning in 

1924, with shelf hardware ina 
space 25 by 80 feet, The Lion 
Hardware Company of Abilene, 
Texas, matured last September in- 
to one of the most modern retail 
hardware establishments in the 


Southwest, with complete stocks in 
all hardware and related lines, 
The new store realizes a dream 


long cherished by management, 
and its opening on September 18 
coincided with the 26th anni- 
versary of the business, developed 
by the brothers, Gilbert and John 
Pechacek, and Mrs. Lillian Pitts, 
a sister whose husband was one 
of the founders. 

Publicized with an 8-page sec- 
tion in the Sunday edition of the 


























local newspaper, the opening dre 
an estimated 3,500 to 4,000 ps 
ple, regardless of a 1%2-inch ra 
beginning at 6:30. 

The new store, 180 feet dee 
gives visual selling an opportunit 
to function through an almost ur 
broken stretch of plate gla 
across the 100-foot front, which 
finished in modernistic cast stons 

Inside, the eye travels uninte! 
rupted, except for three le 


columns, across 10,000 square fect 
of display and sales space, where 


decorations are in light green an 


white. and lighting is supplied by 


nearly 1,000 feet of fluoresce: 
source. 

In an upstairs section are 4,00 
additional square feet for sal 
stock and office space. The wars 


house on the ground floor. in th 


rear, contains another 4,000 square 


feet. 
Furthe: 


modernizing _ touc!l 


G 


Shown here are interior displays 
at Lion Hardware Co. Over 180 
feet deep, the store emphasizes 
visual selling of merchandise, with 
items arranged on modern islands 
and against a background of deli- 
cate pastel wall colors. 

















-re found in a 25-ton, winter and 
immer air conditioning unit, an 
itercommunication and paging 
ystem, and 50 by 140 feet of 
aved parking space. 

The Pechaceks and the late 
Jonnell Pitts launched their 
original store against the advice 
of most Abilene business men, who 
pointed out that the community 
was then served by six other 
1ardware stores. 

The co-owners. believed in 
liversification, and one year after 
opening added household ap- 
pliances and builders hardware. 
Two years later they moved into 

new location, 50 by 100 feet, 
took on sporting goods, china, 
hotel and restaurant supplies. In 
the hotel and restaurant field 
alone they now have 1,000 regular 
customers. 

In 1934, another 25 feet was 
added to the frontage, and chem- 
ical supplies were added. Mean- 
while, a separate finance depart- 
ment had been created, where the 
store processes all of its own 
paper. 

The new store offers new in- 
ducements to the customer, but it 
is doubtful if its stocks are any 
more complete than ever before. 
For it has always been the policy 
of Gilbert Pechacek, manager, to 
maintain a complete stock in 
every branch of the business, His 
theory is: 

“A department that is not com- 
plete loses many possible addi- 
tional sales for that reason alone.” 











































































































SPECIAL TOOLS 
and 


HOME FENCING 


---- a profitable combination 
for metropolitan store 








FTER several years’ experi- 
A ence in merchandising spe- 
cial tools and wire fencing, we 
have learned that it pays to ana- 
lyze the buying habits of potential 
customers and then to cater to 
them through making available 
whatever special equipment they 
want. 

When we moved to our present 
location (just inside the famous 
French Quarter) three years ago, 
it seemed an ideal site for three 
classes of men who might be po- 
tential users of our merchandise: 
{1) machinists from many of the 
machine shops within a radius of 
several miles, (2) sailors, both 
foreign and U. S., who pass our 
doors from the neighboring docks 
and the nearby union headquar- 
ters, and (3) office workers and 
home-owners who use the post 
office directly across the street 
from our store. 

At first, we thought it would be 
profitable to stock certain tools 
with special appeal to these three 
classes of men, so gradually we 
began to add these special items 
to our already extensive line cf 
nationally-known brands of hand 
and power tools. We did not at- 
tempt to stock up on a large as- 


Right, the exterior of the E. F. 
Flettrich Co. is devoted almost 
exclusively to the display and 
promotion of tools and fencing. 
Installation of a chain-link wire 
fence and gate over the canopy 
has proven effective in promot- 
ing fencing sales 
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By E. F. Flettrich 
E, F, Flettrich Co. 
New Orleans, La. 


sortment of these unusual items 
all at once, but rather to add them 
as we had calls for them. We fre- 
quently would place a small trial 
order for a new tool of question- 
able sales value, and then we 
would give the entire order a 
prominent spot in our display win- 
dow. If it appealed to our window 
trade, we made a larger purchase 
when the trial order sold out. 

So that pedestrians may know 
what tools we handle, we display 
almost every tool we carry in the 
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windows. They are arranged on 
pyramiding shelves running up 
to a back-drop, which complete’y 
closes off the window space fr: 
the store itself. This has a psycho- 
logical effect on _ self-conscik 
window-shoppers, for it shuts 
the actual or imagined stare 
clerks who might be watching t 
shopper and hoping he will cor 
in and buy. 

The back-drop is used to dis- 
play saws, squares and other fl 
tools which hang easily. Behi1 
the window glass itself we hay 
suspended a glass shelf by mear 
of light chain, and on it are di 
played such items as taps, scale 
micrometers, etc. The pyramiding 
shelves are reserved for the large 
and bulkier tools and attachments 
Also, we make good use of ad- 
vertising easels and displays sup- 
plied by manufacturers, for the) 
add life and color to the window 
and are instructive to the mechanic 
who stops to study the displays. 

We do not buy every new tool 
that is introduced. It has to pass 
these simple tests before we will 
consider it: it must be practical 
it must meet a need which cannot 
be filled by some standard tool 
already on the market; it must 
not be too complicated; it must be 
rugged and of good quality: it 
must be easy to demonstrate: it 
must be made by a well-known 
manufacturer (however, some 
new items are made by the inven- 
tor himself or by an unknown yet 
reliable company, and in such Case 
we make exception if the tool 
seems of good quality, practical 
and salable), and it must not have 

(Continued on page 42) 
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ANNUAL INVENTORY-= 


AST DECEMBER, in an establish- 
L ment where the annual in- 
ventory was being taken, the in- 
ventory clerk used a compact, 
lightweight “walkie-talkie,” and 
he “miked” the count on a record- 
ing wire as he went from bin to 
bin in the stockroom. 

The apparatus consisted of a 
Wire recorder and a microphone, 
the recorder containing enough 
wire for two hours of talk. When 
one spool of wire was recorded it 
Was sent to the office typist who 
transcribed the information. The 
management said that the device 
speeded up the inventory count 
and cut the cost of taking inven- 
tory in half, 

This is not to suggest that hard- 
ware dealers use this device, but 
it does highlight the need for 
speed and accuracy when taking 
the inventory. There isn’t much 
time to fulfill this important year- 
end task. Seven o’clock on the 
evening of December 3lst, or 8 
o'clock on the morning of January 
Ist, is hypothetically, the correct 
time for taking inventory, but 
who takes a physical count at 
these hours? 

This means that the dealer must 
plan his inventory ahead of time, 
so that in the holiday period littie 
work need be done, and the pric- 
ing and the totaling of the inven- 
tory count can be left until the 
day after New Years. The chief 
task is to record the description 


without headaches 


By 


and number of the units in stock 
Pricing later from 
the office records. 

Inventory is an important factor 


can be done 


in appraising profits and net 
worth. In many cases, profits are 
badly distorted, creating wild 


elation because the net is so high, 
or grave misgivings because it is 
so low. A subsequent check of the 
count reverses the figures and the 
emotions. The main reason for 
such miscalculation is lack of 
pre-inventory planning and organ- 
ization. Because this phase of busi- 
ness Management is so important, 
the following suggestions are of- 
fered as a means of obtaining speed 
and accuracy. 

(1) Plan your work and work 
you plan. The minutes you spend 
planning inventory will save hours 
when you take the actual count. 

(2) Arrange’ everything 
tematically beforehand. Line up 
the stock so that it can be easily 
counted. Eliminate empty or par- 
tially filled containers, so that the 
count will be accurate. Make a 
notation on all the containers that 
are not full, so that the clerk tak- 


sys- 
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Arthur Roberts 


ing the inventory will open them 
and make the proper count, If you 
when you take the 


all stock with legible 


list prices 
count, price 


figures. Be sure to segregate all 
items that will be sold at re- 
duced prices and mark them 


plainly so that there is no chance 
of misunderstanding when the 
count is taken. List such items on 
a separate sheet, so that there is 
a clean-cut record for check-back. 
The Treasury permits a deduction 
for loss on inventory, if justified. 
If such items listed on a 
separate sheet with a _ notation 
under ‘“‘Remarks” giving the rea- 
son for the the dealer will 
have little to fear if his inventory 
valuation is challenged by the 
Treasury. 

Go over all stock carefully be- 
forehand to make sure there is 
nothing hidden in obscure places. 

(3) Use an inventory form to 
take the count. A loose-leaf sheet 
is better than a card. Standardize 
this form, so that the mathematical 
calculations are made easily. Make 
up the sheets in duplicate, a carbon 

(Continued on page 44) 
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MODERN 


NONVENIENCE is the keynote at 
(ries modern Adams-Feagin 
Hardware Company in Macon, 
Georgia—convenience in the dis- 
play of its complete stock of 
brand-name merchandise, in its 
adjoining parking facilities, and in 
the concrete loading area in the 
rear, where farmers can drive 
their trucks to within a few feet 
of the merchandise they need. 


Modern Design 


The store, which was designed 
by its owners, B. Sanders Walker, 
R. Douglas Feagin, and J. Davis 
Adams, without the aid of an 
architect, was opened in June of 
this year, It features 135 feet of 


continuous glass frontage, which 
gives it the effect of being one 


giant display window. 

The interior, designed for the 
utmost convenience of shoppers 
features paneled glass wall 
cases. with each item 
marked with a stock num- 
ber and price. An _ in- 
teresting feature of the 
cases is that the stock for 
each display is stored be- 
hind the adjacent case, so 
that the customer has only 
to point to what he wants, 
and the clerk may get the 
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By B. W. Griffith 
item without disturbing the case 
which the customer is examin- 
ing and without any delay. On 
the back of each case is a hook, 
on which clerks may leave sales 
memoranda to facilitate reorder- 


ing at a later date. 

Customer convenience extends 
also to the exterior planning. 
Faced with a parking-space short- 
age, the owners built their store on 
a corner lot, so that more than 35 
cars can park side by side, facing 
the display windows. A walkway 
runs around the front and side, 
serving as a boon to pedestrian 
shoppers and protecting the glass 
windows from motorists who 
might otherwise park too near the 
windows and perhaps damage the 
glass panes. 

As a nightly 
window-shoppers, 


attraction for 
Adams-Feagin 


With convenience as its keynote 
this new store was designed to of- is 
fer the 
and comfort to its city and farm 


utmost 


trade. Streamlined in appearance. 
it is indeed, as modern as tomor- 
row — and twice as appealing! 


in attractiveness 





AS TomorROW! 


sets up television sets in the win- 


dows and turns them on. A huge 
aerial was erected in order to get 
good reception from the Atlanta 
T-V stations. 

J. Davis Adams, one of the 


owners, says that “the best adver- 
tising we have are the big win- 
dows, which are well-lighted at 
night.” Adams frequently 
by the store at night, and he has 
“never seen less than eight cars 
parked there to look at the dis- 
plays of television sets in opera- 
tion.” 


drives 


Farm Section 


The farm equipment section in 
the rear of the store is of plai 
design for farmers who prefer to 
shop in their working clothes 
Here the farmer can back his 
truck up to the store itself and to 
within a few feet of merchandise 
he needs, load his heavy 
supplies, and be off. Noth- 
ing fancy or pretentious 
found in this depart- 
ment, and concrete floo 
facilitate loading of me 
chandise onto trucks. 

One of the store’s most 
effective merchandisin: 
ideas is the Friday nig 
special. Adams-Feagin 
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Right, the farm equipment 
department in the rear of 
the Adams-Feagin store 
was purposely designed 
with a rough simplicity for 
farmers who wish to shop 
in their work clothes. 
Here, the farmer can back 
his truck to within a few 
feet of the merchandise 
and quickly load it onto 
his truck. Below, all items 
in the sporting goods de- 
partment, as in other de- 
partments, are in plain 
view, with small items 
displayed in glass cases. 
Each item carries a stock 
number and price tag, one 
of the many conveniences 
offered shoppers by this 
modern store 


% 


store in town 
Friday nights, 
offer thei 
which 
these 


hardware 
open on 
owners 


tne only 
that 
nd the 


tomers a 


1S 
cus- 
at 
particulal 


special sells 


cost oOo! 
nights 
as “specials” varies 

Another effective merchandising 
was a letter written to 
every good account carried on the 
books of a Macon farm equipment 
firm. The letter explained the ad- 
vantages of buying farm supplies 


less on 


’ 
soia 


The type merchandise 


levice 





at the new easily-accessible 
Adams-Feagin store. More than 
1500 accounts were written, and 


the new store opened each of these 


accounts for business automatic- 


a ] ly 
Formal Opening 


company s iF 


the red 
than 


During 


formal opening in June, more 
5,000 people visited the store. 1,000 
Hawaiian orchids were given 
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convenient 


facilities 





away to the ladies before 10:30 
A. M. on opening day Three doo! 
prizes were given away also—a 
elrigerato an outboard mote 
ind an electric mixer. A ifte 
rinain i local bargan n 
tackle I if sets, U sold 
these at almost half-price 

Already Adal - Fe I as 
made a place fo! itself i riv- 
ing city, where custome! were 
quick to appreciate its modern and 
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Above, glass shelv- 
ing against a dark 
background forms 
an attractive setting 
for lunch kits and 
vacuum bottles. At 
left, Mrs. Lyle, 
saleslady, quickly 
gets a boxed item 
from the nearby 
storage bins, which 
were formed by 
pulling old shelves 
out from the wall. 
Below, a_ contrast 
between the old and 
new dish displays. 
Dark background is 
used in left display, 
light at right 

















































A N EFFECTIVE re-modernization 


of the housewares depart 
ment of the W. W. Woodruff Hard- 
ware Company, Knoxville, Ten- 
nessee, has resulted in increased 
sales, at least a 25 percent increase 
in the number of people drawn t 
the displays, and even additional 
storage space—all at a cost of 
less than $500. 

Under the department’s old ar- 
rangement, there were approxi- 
mately 90 feet of shelving along 
the wall. It was painted a buff 
color, and many houseware items 
blended with it too well to stand 
out. Thus, they failed to catch the 
eye of shoppers. 

Store employees who were 
handy with hammers, saws and 
brushes decided to do a face-lift- 
ing job in the department. They 
pulled the old shelving out from 
the wall, leaving about 36 inches 
of space behind it. New plywood 
backgrounds were made, and ad- 
justable metal brackets, with glass 
shelves, were nailed to the ply- 
wood. These adjustable shelves 
now can be adapted to display 
merchandise of any height and 
they offer a better-balanced ar- 
rangement of housewares in the 
department. Then, again with ply- 
wood, the employees built up the 
display section above the old wall, 
over the glass shelving, so as to 
cover the wall. 

Fluorescent lighting fixtures 
were concealed along the top of 
the display sections, arranged so 
as to throw the soft light down- 
ward to better illuminate the 
merchandise displayed. 

Most important, perhaps, was 
the change made in the depart- 
ment’s color scheme. Instead of the 
light colors used in the _ back- 
ground, a new dark grey was ap- 
plied, to offer more _ contrast. 
Against this, a piece of merchan- 
dise stands out and is readily 
noticed, and the gleam of metal 
items displayed on glass stands 
under the lights, catches the eye 
of shoppers more quickly, for the 
displayed merchandise does not 
blend in with the dark background 
as it formerly did with the light 
buff colors, Buff is used only for 
the wall above the displays now. 
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AT WOODRUFF’S 


The only expense incurred for 
the work along the wall was for 


the plywood background, the 
metal brackets, and the glass 
shelving. 


Besides the enhanced eye-ap- 
peal, an added benefit is the stock- 
room. Moving the displays forward 
provided an aisle about 36 inches 
wide, large enough to accommo- 
date a small floor truck. Shelves 
for storage were made along this 
aisle, at the back of the displays. 
Here, a_sales-person can find 
whatever is wanted from the re- 
serve stock, without having to tear 
down displays or sell samples. 
There is a door to the stock room 
at the center of the long, wall dis- 
plays, as well as an entrance at 
either end of the displays. 

Frank Nochols, buyer and man- 
ager of the department, is pleased 
with the change and its results. 
“The displays are directly in front 
of the elevators on the second 
floor, and people can see them bet- 
ter now,” he said. “They are the 
first thing customers notice when 
they get off the elevators, and 
we have noticed that more people 
walk over to inspect the items. 

“Everything is in plain view, 
and you can stand at one end of 
the floor and see the entire de- 
partment. Besides the displays 
around the wall, there are flat 
tables and displays around pillars. 
Also, we have tried to use more 
color, for there is more demand 
for it than formerly. From time 
to time, we will change these dis- 
plays. As new items come in, we 
display them against the dark 
backgrounds, in order to arouse 
interest in them.” 

The change-over in the display 
setting of Woodruff’s housewares 
department did not require much 
time. Two men did much of the 
work in three weeks, while they 
were not busy with other duties in 
the store. But the results have 
been worth far more than the 
time or expense incurred in mak- 
ing the change, for not only dces 
the housewares department now 
enjoy a more attractive and ap- 
pealing atmosphere but sales and 
department traffic have increased 
substantially. 
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Above, displayed 
against a dark back- 
ground, dishes at- 
tract shoppers and 
enjoy _ increased 
sales. Right, Larry 
Jones, salesman, en- 
ters a door at the 
center of the wall 
display to get mer- 
chandise from the 
stockroom. Below, 
Frank Nochols, 
manager of the 
housewares depart- 
ment, inspects the 
new glass shelving 
and neat display of 
aluminum- 
vare items 

















Basement 





Gift 


Department 








Quality gift merchandise, in a wide price range 
and displayed in an attractive and well-balanced 
manner, not only leads to added sales in a hard- 
ware store, but can be a gold mine in 


BASEMENT gift department, 
A stocked with items to meet 
all occasions and to please every 
age, is one sure method of in- 
creasing sales volume and meet- 
ing the demand of established cus- 
tomers for a hardware department 
store, according to officials of 
Potchernick’s Hardware store in 
San Antonio, Texas. 

Potchernick’s carries a wide se- 
lection of gifts in all price ranges, 
with quality within each range 
carefully maintained. The depart- 
ment itself is an attractive and 
well-planned section, and custom- 
ers who like to browse around here 
are attracted by the neat displays 
of choice merchandise. 

“We can safely say,” said Mr. 
Berkely, store manager, “that fully 
70 percent of our store customers 
patronize our gift department reg- 
ularly. When we attract a custom- 
er, it is not a one-time sale. It 
is the customer’s frequent visits 
to the store that build up a cus- 
tomer-clerk friendship. That, I 
think, is the secret of our success. 
By being in a position to take care 
of our customers’ various needs, 
we keep them with us year after 
year and gradually cultivate their 
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itself 
children’s trade. For this reason, 
our basement gift department is 


literally a gold mine.” 

In addition to being profitable in 
itself, the gift department acts as 
a springboard for launching sale; 
in other departments of the store. 
Mainly for this reason, only women 


Left: clean, neat displays of 
quality gift merchandise greet 
the customer who visits Potch- 
ernick’s basement. Below: gift 
items are given spacious and 
well-balanced display on glass 
shelves. Gift cards are free 


are employed in the gift section. 
“With few exceptions,” said 
Dorothy Rex, gift buyer, “only a 
woman understands another wo- 
man’s gift problems. Or, for that 
matter, household problems. That’s 
the reason so many of the store 
customers consult us here in the 
gift department about appliances, 
for example, that they intend buy- 


” 


ing upstairs. Men talk quality, 
workmanship and materials to 


women prospects, for they are not 

aware that most women accept 

these details without question. 
(Continued on page 42) 
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Since Wlson Hardware Co. set up 
its “Wednesday morning specials” 
promotion, the store’s Wednesday 
morning trade has been sufficiently 
heavy to be considered a normai full 
day’s volume. Right, J. B. Gray, sec- 
retary-treasurer of the company and 
instigator of its promotional advertis- 
ing, helps a morning shopper select 


a “special” 


Bargain -hunters 
appreciate Gray’s 
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CE ROMOTIONAL advertising is 

gg Sottero in a going 
hardware concern,” says J. B. 
Gray, secretary-treasurer and gen- 
eral manager of Wilson Hardware 
Company in Wilson, North Caro- 
lina. “It keeps the store in the 
public’s mind. And when people 
find a bargain in a hardware store, 
they'll come back for their nor- 
mal purchases.” 

But to be successful in this type 
of advertising, Gray pointed out, 
“the time must be ripe. There is 
no use wasting time and money 
when people aren’t looking for 
bargains.” 

Though this store uses over 3,500 
inches of newspaper space annu- 
ally, maintains radio spots, and 
has placed well-spaced road signs 
on leading highways, it gives most 
of the credit for its large customer 
list to promotional advertising. 
Also, such promotions have proved 
the answer to keen competition 
from local chain stores and mail- 
order houses in this rich agricul- 
tural section. 

Not only does Gray promote the 
store’s specialties, such as house- 
hold hardware, tools and sporting 
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but he emphasizes items 


goods, 
not usually found in a hardware 
store, Among his more successful 


promotions were gladiolas and 
rose bushes. 

When (florists were _ selling 
gladiolas for $3 a dozen, Gray 
sold them for 69 to 79 cents a 


dozen, which was highly appealing 
to women bargain hunters. The 
store sold over 400 dozen on Fri- 
days and Saturdays. Growers 
brought the flowers to the store 
and were paid for those sold. 


Special Promotions 


Then rose bushes were pro- 
moted. Gray specialized in better 
bushes, pricing them from 89 cents 
to $1.89. However, the demand for 
the more expensive bushes far ex- 
ceeded those for the lower priced, 
and homeowners were attracted to 
the store in large numbers. 

One of the store’s most success- 
ful ideas, and one which has con- 
tinuing effect, is its “Wednesday 
Morning Special” promotion. In 
Wilson, all stores close on Wednes- 
day afternoons. Despite his feeling 
that people are not looking for 
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By J. M. Gregory 





bargains on Wednesdays, Gray of- 
fers household “specials” at unusu- 
ally low prices, and has found that 
they bring in customers who have 
other needs. Thus, the store’s 
Wednesday morning trade is suffi- 
ciently heavy to be considered a 
normal day’s volume. 


In line with its policy of en- 
deavoring to increase sales and 
attract new customers, Wilson 


Hardware Company's store was 
completely modernized four years 
ago. The old front was removed, 
plate glass windows were installed, 
and magic electric-eye door- 
openers were put into use, These 
innovations brought people from 
a radius of 100 miles, and Gray 
estimates that every man, woman 
and child in the county visited the 
store to see the self-opening doors 
during the first month. 

“Traffic was so heavy,” he said, 
“that they brought enough extra 
business into the store within 30 
days to pay the $1,200 which it had 


cost to install the electric-eye 
doors.” 
In addition to the new front, 


the modernization included new 
counters and fixtures, an office 
33 
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Above, Wilson Hardware Co. store front as it appears after extensive 
remodeling. People from a radius of 100 miles came to see the magic- 
eye door-openers operate during the first month after they were in- 
stalled. Plate glass windows offer unlimited display possibilities and 
give passers-by a clear view of the store’s interior displays. Below, the 
old store front, which was the topic of much conversation during the 
remodeling period. When one of the two posts which supported the 
store front was torn down, it was found to contain a small hole, into 
which slips of paper had been thrust many years previously. These 
contained notations of local news and events that occurred as far back 
as 1927. Old-timers recalled the events, and J. B. Gray took advantage 
of the opportunity to place the store in the public’s mind 
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mezzanine, and a complete paint 
job for the entire 30 x 80 foot 
store. Displays were set up in 
glass-covered shelves, while others 
appeared on attractive counters 

Immediately after the moderni- 
zation was completed, sales in- 
creased, and this advance was con- 
tinued, with the store showing a 
10 percent increase this year over 
the same period last year. 

However, while work on the 
store was progressing, Gray made 
the most of circumstances to do 
some additional promotional ad- 
vertising. When the two old posts 
which had originally supported the 
store front were torn down, one 
was found to contain a small hole, 
into which, for many years, small 
pieces of paper had been thrust. 
These slips contained notations of 
local news. One was a portion of a 
receipt for $96 worth of work at 
$4 a week. This was dated 1927 
On another was written, “Ell 
Green was married last night at 
the Methodist Church.” And an 
ad for a Rome Sprayer for spray- 
ing paris green caused speculation. 
Another slip read, “D, B. Strick- 
land died Jany. 18, 1927,” and one 
which caused much laughter read, 
“Clock in the new Court House 
commenced work at 11:01 Thurs- 
day, June 24, 1926.” 

On numerous notes was the mes- 
sage that “Mr. Gray has gone fish- 
ing today.” This was the father of 
J. B. Gray. And it is, perhaps, 
because of his hobby that fishing 
tackle and accessories always have 
been profitable specialties in the 
Wilson store. 

These small slips of paper of- 
fered Gray a chance to again bring 
the store’s name before the public 
And this he did, until the notes 
were being discussed throughout 
the county. 

When asked what his most suc- 
cessful promotion was, Gray said, 
“Butter.” This occurred during 
World War II, when butter was 
almost impossible to obtain. 

“T arranged to get large quan- 
tities of a nationally-advertised 
brand in pound packages,” he said 
“T sold a pound only with a soap 
dish at less than the merchandise 
would have cost the customer at 
other stores. We sold from 200 
to 300 pounds a day and made 
many new friends.” 

Though Gray is continually on 
the watch for ideas to carry out 
his promotional advertising, the 
time element plays a large part 
in his. activities. “Promotions 
should have the future in mind.” 
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In Business for Your Safety 
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ie j™ ~ et _— You still have to pull the 
; sf - Kee) chain off the reel, measure it, 


wrap it and ring up the 
money in the cash register. 
The “‘SALES-MAKER” just stands there. But... 


. it does store a lot of chain in a small space. 
It keeps the chain out where customers can see it 
and get their hands on it, where it will remind them 
of a job at home—or at the farm or factory 
that calls for a length of chain. 
And that’s why we call it the “SALES-MAKER.’ 
Next time your AMERICAN CHAIN distributor salesman 
comes around, ask him for details about the 


AMERICAN CHAIN SALES-MAKER. 


Better still, pick up the phone and call him right now. 


SELL AMERICAN 


.-+ THE COMPLETE CHAIN LINE 








Detroit, Los Angeles, New York, 
n Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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To Keep *“Em Coming Back-- 





By Baron Creager 


yp is written to show that 
anyone in selling can learn 
something useful from any suc- 
cessful salesman, whether the suc- 
cessful man sells buttons or 
buckets. 

It is written because, about two 
years ago, I happened to find the 
suit of clothes I was looking for, 
in a store I had never before 
patronized. I bought the suit. 

There was nothing about the 
transaction that especially focused 
my attention upon the salesman. 
He was pleasant. He knew his 
business. That was about all there 
was to it, and as I left the store I 
could not have called his name. It 
wasn’t unusual, anyhow. Just 
Brown. 

It was at least a year, perhaps 
longer, before I entered that de- 
partment of that store again. I 
hadn’t seen Brown, but I hadn’t 
completely forgotten him because, 
chances are, he had sent me one 
of his postal cards. So, merely 
out of courtesy, I asked for him. 

Remember, he hadn’t laid eyes 
on me for more than a year. But 
when his name was called he came 
across the busy floor smiling and 
without any hesitation or any 
stalling he called me correctly by 
name, using the Mister first, just 
once, and then he had me by my 
first name. And from then on I 
was his meat. 

I could feel myself glowing in- 
side. Sunlight turned brighter by 
some degrees, and the world 
looked better in all its aspects. In 
a sort of daze I began trying on 
suits, speculating all the while on 
what it was about me that had 
made such a lasting impression on 
Brown, the clothing salesman. He 
had seen me just once, and a year 
later he called me by name. I must 
be more _ distinguished-looking 
than I had realized, 

There was shock connected with 
the experience, too, such as, 
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“Damn! Why can’t I remember 
names like he does?” And then 
there was the shock—a refreshing 
shock—of finding that kind of a 
salesman. One so thoroughly a 
salesman that he took pains to 
remember a chance customer who 
might never come back. There 
isn’t much of that. How quickly 
are you recognized and remem- 
bered by a salesman, even if you 
bought an automobile? 

Then I found myself comparing 
this clothing salesman with the 
great many salesmen I had ob- 
served in other fields. And I found 
myself comparing him with the 
various sales people in establish- 
ments where I regularly spend 
money, but am not called by name 
because they never bother to find 
out my name. I began wondering, 
if this experience had _ such 
an electrifying effect upon me, 
couldn’t it have the same effect 
on the customers of any salesman 
determined enough to be similarly 
outstanding like Brown. 

Later on the thought occurred 
to me repeatedly that something 
should be written about Brown. 
But he was always so busy selling 
suits that he never had time to 
talk, until recently I caught him 
in a flat spot and found out why 
(if I didn’t already know) he is 
so busy selling suits. 

Lloyd Brown uses a card system 
of his own design. His files contain 
a card for every man who buys 
clothes from him regularly. Regu- 
larly means anyone who buys as 
often as once a year. Every pur- 
chase is recorded as to date, size 
and model, and every now and 
then Lloyd sends out a card. 

And how many names do you 
think are in that filing system? 
Just seven thousand names! Seven 
thousand people buy clothes reg- 
ularly from Brown. But he has to 
admit that he can call the name on 
sight of only about 30 percent of 





Try this on Your Customers 





them. That’s 2,100 men he knows 
on sight, and he manages to add 
to the list regularly. 

“Yes,” admits Lloyd, “I’ve 
studied at it. I took a course in 
salesmanship in the university. 
And twice I took the Dale Car- 
neige course. 

“But it doesn’t do any good to 
take courses unless you work at 
remembering names. I could in- 
vent a system of my own that 
would be just as good. It isn’t the 
system that counts. It’s concentra- 
tion on the objective. It’s how 
much you want to be able to re- 
member names and whether or 
not you see the importance of re- 
membering names in connection 
with selling. 

“And I find it easier to remem- 
ber odd names than simple names. 
Koblitzler, for example, would be 


an easy one. But Brown,” he 
grinned, “is a tough one, like 
Smith or Jones. But I could do 


better if I had more time to work 
at it. As it is, I have a family, with 
church, Boy Scout and Lions club 
work making demands on my 
time.” 

It was with a slight betrayal of 
envy that Brown identified his 
most consistent competitor for 
volume as a widower, who doesn’t 
run around, and consequently has 
much more time for cencentration 
on the problem of selling more 
suits. There are at least ten sales- 


(Continued on page 46) 
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FOUR MORE DEALERS PROVE 


ROXDALE TILEBOARD 


BIG MONEY MAKER 


CONNECTICUT 








NEW YORK 





MR. WILLIAM L. 
VAN DUSSEN 





Martin Van Dussen Co., Rochester, Mr. William 
V “We've been handling the Roxdale 
Van Dussen. “We've | ey 
, tileboard line for two years now. | cons “f 
one of my top lines. Sales average better 089 
Vv increase -adily. Cus- 
$50 each. Volume has increased steadily 
: . . = . . - . _ sa e 
tomers are so satisfied that practically every 


’ rospec recom- 
results in two or three new pro pects, re a 
mended by the customer. 








MR. JOHN B. 
LeCLAIRE 





Mr. John B. LeClaire, Jewett City Hardware . 

| i C » cbord. We 

Paint Store. “I highly recommend Roxhe 

average $50 or better per sale, which is a very 
i . 

nice sale for our store. We sell it over-the 

counter only. Roxdale window displays and 


other advertising materials bring a lot of inter- 





ested people into the store. 














MR. JACK SIROTA 
MR. FRANK MILLER 





Mr. — ; 
alge gy J ry Miller of Harry 
ton, a acy City. “We've , $20.006 
pete Roxhord since J uly, 1948—allo 
tileboard fog ttlation at all. We never sold 
a — 4 taking on the Roxdale line 
san —" ploy 'S 80 attractive that many 
a o wa k into the Store for a small] item 
P 5uying $50 worth of Roxbord.” 


— 


i 


"A few select Dis- 


a 
NEW JERSEY ee a PENNSYLVANIA 


Brown vill 
sville Hardy are & Paj ; 
: é “int Store, Mr 
F, Rickard: “Around here. — 
of the country, more and more peo 
their own redecoratine 
g. 
Roxbord sales keep £oing up 
fact we h: ¥ 
andle the only guar 


brings j 
&s in plenty of extra business, too.” 





act now -— Thi: Fall and Winter, homeowners 
will invest more in redecoration than ever before. 
Roxdale’s merchandising program is geared to bring 
‘ the $50 tileboard customers into your store. Take 
advantage like hundreds of dealers in your field who 
are enjoying Big New Profits through the sale of 
Roxbord. ADD ROXBORD NOW. Investment is 
small, Send Coupon Today for Complete Facts Free. 







MR. JOHN F. 
RICKARD 













Just like jn the rest 









ple are doing 





Our over-the-counter 
all the time. The 






~ 









anteed tileboard 
















You'll Profit More Always with Rox- 
bord the Guaranteed Brand with 
Plenty of Promotion. Mail coupon 
for complete facts. 

















Roxdale Building Products Corporation 
2916 White Plains Road, New York 67, N. Y. 






Without obligation, please give me the facts on 
handling Roxdale tileboard SH-12 


Distributor [) 






Deoler [} 






Nome 





Street 














) 
aT) 


Roxdale Building Products 


SOUTHERN HARDWARE for DECEMBER, 1950 





UM 


tributors’ territo- 

i i Ci 
ie sou does Produ fr hana. 
and Far West some profits . State 
"| Send Coupon Now. 


to 
ais New York 67, N. Y. 








Attention of 


37 








Plans Set for Atlanta 
Sporting Goods Show 


HE LATEST items in nationally 
T advertised sporting goods 
lines will be exhibited for south- 
ern hardware and sporting goods 
dealers at the second annual All- 
Dealer sporting goods show to be 
held January 15-17 at the Ansley 
Hotel in Atlanta, Ga. 

The show will be conducted by 
the Walthour & Hood Company 
and Beck & Gregg Hardware Com- 
pany, leading distributors of sport- 
ing goods, fishing equipment and 
arms and ammunition. 

The exhibit again will feature 
complete displays of nationally- 
advertised products, according to 
Wingfield Short, vice president in 
charge of sales for Walthour & 
Hood, and W. M. Huie, vice-presi- 
dent in charge of Beck & Gregg’s 
sporting goods division. 

As a result of the widespread 
interest in last year’s show and in 
order to give dealers a complete 
showing of leading sporting goods 
lines, the sponsors of the show 
stated that the number of manu- 
facturers exhibiting has been in- 
creased for the January event. 


Invitations have been mailed to 
more than 5,000 dealers through- 
out the South, and, in view of the 
heavy attendance indicated for 
the three-day show, dealers de- 
siring hotel accommodations 
should contact Mr. Short. 

Sponsors of the show pointed 
out that only the products of man- 
ufacturers who have been invited 
will be exhibited. This will assure 
visiting dealers that items on dis- 
play will be of major interest to 
them. 

Officials of the sponsoring com- 
panies emphasize that the event 
will be a buying show and, as in 
the past, the dates for the show 
were selected to coincide with the 
time dealers are placing orders for 
spring and summer stocks. 

It is believed that the exhibits, 
which will be staffed by manu- 
facturers’ representatives, will 
simplify buying for many dealers. 
In addition, salesmen for both 
Beck & Gregg and Walthour and 
Hood will be on hand to conduct 
dealers from their individual ter- 
ritories about the show. 





Exhibitors for 


Shakespeare Company 
Woodstock Metal Products 
Orchard Industries 
Langley Corporation 
Enterprise Manufacturing Co. 
True Temper Corporation 
Penn Reel Company 
Cortland Line Company 
Bill Dewitt Company 
Marathon Line Company 

L & S Bait Company 
Jeffers Manufacturing Co. 
Hilderbrandt Spinner Company 
Creek Chub Bait Company 
B. F. Gladding 

Art Wire & Stamping Co. 
Adams Net & Twine Co. 
Shaw & Tenny 

Bronson Reel Co. 

James Heddon’s Sons 
Grip-Loc Tackle Box Co. 
Draper-Maynard Co. 
Wright & McGill Co. 
South Bend Bait Co. 
Western Lace & Line Co. 





Atlanta Show 


Bomber Bait Co. 

E. H. Peckinpaugh Co. 
Ashaway Line & Twine Co. 
Ocean City Manufacturing Co. 
Montague Red Co. 

J. B. Woods Bait Co. 
Stratton & Terstegge Co. 
Weber Lifelike Fly Co. 
Newton Line Co. 

Russelure Manufacturing Co. 
Fiske Manufacturing Co. 
Poloron Products Inc. 

The Coleman Co., Inc. 

Parks Manufacturing Co. 
American Pad & Textile Co. 
Elvin Salow Co. 

Seal-Dri Sportswear Co. 
Willson Products, Inc. 

Bead Chain Manufacturing Co. 
Landers Frary & Clark 
Airex Corporation 

Hamilton Metal Products Co. 
Testor Chemical Co. 
Westfield Manufacturing Co. 
Huffman Manufacturing Co. 
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Wingfield Short 





W. M. Huie 


Doubled Store Traffic 


(Continued from page 23) 


adds to their attractiveness. Grow- 
ing plants in chinaware are pro- 
moted particularly as gifts for in- 
valids and shut-ins. 

When the store had been com- 
pletely rearranged and_= stocks 
filled, the new policy was an- 
nounced to the public in a full- 
page newspaper advertisement. 

The policy was thus stated 
“Tampa Hardware is dedicated to 
the new day of every custome! 
service. We believe in mass pre- 
sentation, color and open display 
of merchandise. Further, it is our 
policy to bring to Tampa shoppers 
those items of hardware that be- 
speak of quality first, price sec- 
ond. We think that low prices on 
top quality goods with one price 
to all is the only fair way to serve 
our customers. We are strictly re- 
tail with a price policy that assures 
you the best for less.” 

Cash purchases were empha- 
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Look for the Gold Strand woven 
into the selvage. Always your 
assurance of the best in insect wire 
screening...long-wearing, reliable 
screen cloth that is precision 
manufactured to most rigid stand- 
ards of testing and inspection. 


Gold Strand wire screening is 
supplied in Galvanoid (steel 
electro-galvanized after weaving), 
Aluminum and Bronze—a grade 
to suit every purse and purpose. 


Sample folders and a useful 
booklet “Surface Tables and 
Retail Sales Prices” are available 
upon request for distribution 

to your dealers, Write for them 
today. 





Of course, Gold Strand Screening 
is manufactured in strict 
accordance with U. S. Dept. of 
Commerce Standard CS-138-49 


~@EGBS  RORBEURRESeeroRees 
PT eee tt ttt tify tiiyfTtTty tri 
AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of THE COLORADO FUEL and IRON CORPORATION 
500 Fifth Ave., New York 18, N.Y. 
In the East—Wickwire Spencer Steel Division, 500 Fifth Ave., New York 18, N. Y. 


In the West—The Colorado Fuel & Iron Corporation, Denver 1, Colorado 
On the Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 





Sales Offices in Key Cities Everywhere 





sized, put the ad also invite 
charge accounts for 30-day basis 
budget and lay-away purchases 
Free delivery also was offered. 

To start the flow of women 
traffic, more than 1,000 plant 
were offered free to women wh 
visited the garden shop. All the 
plants had disappeared befor« 
noon, and several hundred mor: 
were distributed in the afternoon 
With that many women in the 
store, sales were automatic. 

In addition to the newspaper ad, 
Warner bought several spot an- 
nouncement spaces on a local radio 
station, and to add to the personal 
and friendly appeal of the broad- 
casts, he made them himself. 

Three days after the opening 
promotion, Warner ran a half-page 
Sunday ad, devoted to housewares, 
again listing items and prices 
Since then he has used dominating 
half-page or larger ads, each based 
on item advertising, illustrated 
and with prices. 

“We design the ads first, to make 
hardware attractive and wanted,” 
Warner explained. “Then we ad- 
vertise quality by featuring our 
prices. We also try to make it a 
point to include at least one 
‘special’ in each ad 


New Customers 


“The plan has paid off in store 
traffic. We have seen people come 
in who never were in the store be- 
fore. Others told us they hadn't 
been in for years. All they needed 
was a little reminder to get them 
back.” 

Warner watches his stock care- 
fully, but he does not hesitate to 
use competitive items in the same 
line. For instance, he pointed to 
two lines of canvas chairs, one line 
made particularly for boats and 
the other for porches and yards. 
He said customers like to have a 
choice. 

“If it’s new or different, we 
hope we have it,” he added. “We're 
always looking for something no 
one else has.” 

Warner operates on the theory 
that if he can continue to show 
new and different merchandise, he 
will create a continuous flow of 
new traffic. Once in the store, cus- 
tomers will buy other attractively 
displayed, priced items. Mean- 
while, he bases his display and 
promotion methods on those of 
chain stores, and he is using them 
effectively to build an independent 
hardware business. 
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TRADE UP NIGHT LATCHES 


by selling the CORRECT degree of security for each type of door 


' Carrying the YALE line, you can offer your kind of door the customer wants the lock for— 
customer the most security per dollar for every then sell him the proper degree of security for 
type of door. .. . Make sure you find out what _ that door. 
















































































Yale Degree 
TYPE OF DOOR | TYPE f a: FEATURES Tumbler} Construction 
No. of Security 
; ; Permits unlocking and opening door 
All residential Spring- 040 Good with one hand—locks ovtomotically Pin Rustless die-cast 
doors opening in Latch when door is closed. tumbler case. Brass bolt 
Residential, . 
factory, school _ r=, Automatic double-throw bolt projects 
| doors opening out pene 44 | ‘ Maximum % in. when door is closed. Small latch a ae ee 
where latch is not — - ~— deadlocks bolt. Concealed screws tumbler case. Brass bolt. 
protected by stop. 
| 
Residential, 
factory, school Extra projection gives extra protec- 
\ doors opening out hene4 042 Excellent tion. Extra turn of knob on key +4 — — 
where latch is not aie deadlocks bolt against prying tumbler case. Brass bol. 
| protected by stop. 
Residential, 
factory, school 
7 . 4 t with i 
doors opening ovt a 047 —— —_ shan 2 but with ovtomotic * ey die 4 
where tate te net otc : tumbler case. Bross bolt 
protected by stop. 
All residential Spring- Pin Cast iron case 
ag d Lotchbolt held bock by st 
doors opening in. Latch 80 Geo - - initia tumbler and bolt 
All residential Spring- Handle moves up to hold bock bolt, Pin Cost iron case 
oe 36 Good ; 
doors opening in. Lotch down to release it for locking tumbler and bolt. 
Interior residential Spring- 21 7 Latchbolt held back by turning knob Disc Cast iron cose 
storage rooms. Latch to left. tumbler and bolt 
Storage rooms, 
f 
rout Coan @ Dead- ' Streamlined deadlock with big bolt — Pin Rustless die-cast 
stores, efc., not 2 Maximum PUTS Ce twmiel d bolt 
needing positive ; : . — ee 
locking action. 
Storage rooms, 
f 
reer doors © Dead- , Extra heavy bolt—1% x % in. 1% in Pin Rustless die-cast 
stores, etc., 12 Maximum ‘ 
{ : fai Lock throw. 2 hardened steel inserts tumbler case and bolt. 
needing positive 
locking action. 
Storage rooms, Rustless die-cast 
f 
veer deers © Dead- ‘ 2 hardened steel bolts lock door and Pin cose. Hardened 
stores, etc., 197 Maximum : steel bolts, 
: _ Lock jamb together. tumbler : 
needing positive nickel-plated 
locking action. and oxidized. 
STAMFORD, CONN., U. S. A. 
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boosted with 


Lahor saved... sales 


HANDY- PACK 
BOLT CARTONS 


By Sales Clerks because the 


cover of the strong Handy-Pack 
makes a wonderful open drawer 
for bolt cabinets. It eliminates 
opening cartons everytime you 
make a sale. It’s a strong drawer... 
won't tear, bulge or break. 






@ Handy-Packs 
contain the 

same small lot 
quantities of bolts 
that have been standard for years. Cut thread carriage and 
machine bolts have nuts attached as always. 


Rugged open 


drawer 


Sealed with nylon tape Certified Reshippable 


FRx 


By Jobber Salesmen because 
the strong Handy-Pack is more 
attractive to retailers. It has fea- 
tures that stimulate sales... that 
give the jobber salesman some- 
thing to talk about. 





By Warehousemean because 
the strong Handy-Pack can be 
handled or even dropped without 
breaking. It can be stacked neatly 
and easily in the warehouse. It 
won't crush or topple. It saves 
time and labor. 








STRONG HANDY-PACK BOLT CARTONS have a certified bursting 


strength of 125 to 200 Ibs. per sq. in. depending on bolt size. The cartons are 
mg in wooden boxes...can be ordered in carload or less-than-carload lots. 

ivery carton is sealed with nylon tape...is certified reshippable. Tying and 
wrapping are not necessary when you reship them. Strong ee a have 
countless advantages over old fashioned ‘paper’ boxes. They eliminate costly 
spillage, mixing. sorting and losses due to breakage of weaker cartons. Ordet 
your bolts from Buffalo and get them in the new, strong Handy-Pack cartons. 


WRITE for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 





Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS 








Basement Gift Department 
(Continued from page 32) 


Women are more interested in 
the convenience factors. We can 
sympathize with them and discuss 
the appliances in practical kitchen 
terms, where men cannot.” 

One of the oldest established 
firms in San Antonio, Potcher- 
nick’s is located in the heart of 
the city’s high rent district, where 
volume is a necessity. But by 
operating on the assumption that 
each and every customer has 
sundry needs, with gift goods 
among them, it has been able to 
build an increasing sales volume 
and to meet successfully the de- 
mands of its new and old cus- 
tomers. 





Special Tools and 
Home Fencing . . 


(Continued from page 26) 


exorbitant price because it hap- 
pens to be novel. 

Our customers and salesmen 
know that we are always on the 
watch for new items, and often 
they bring us a sample or the 
manufacturer’s address for such 
new tools. In fact, we are becom- 
ing so well-known for complete- 
ness in our line of tools that we 
have adopted the slogan: “The 
Tool Box of New Orleans.” 

Fencing is a “natural’’ for fit- 
ting in neatly with our line of 
tools. New Orleans always has 
been a town where residences use 
fences to great extent, and wooden 
clapboard types are rapidly being 
replaced by chain link fencing. 
New home-owners, especially, are 
becoming aware of the beauty and 
utility of this type of fence. 

To better advertise this line of 
fencing, as well as to enhance the 
appearance of the store’s exterior, 
we installed a chain link fence 
around the outside canopy above 
the display windows. This display, 
plus the standard type of neon 
sign, lets every passerby know 
without a doubt that we sell chain 
fencing. Also, we keep a bale of 
fencing just outside the door, and 
we have installed two gates of wire 
fencing in the store entrance. 
These are closed at night to shut 
off the vestibule. During the day 
they are opened and help to ad- 
vertise the fencing department. 

In addition to these displays, 
we maintain a complete stock of 
fencing and parts in our spacious 
store room and warehouse, where 
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“| 11 Cut a Wide Swath of Profits 
‘ for You! 





Your Profit is Bigger 
, » when you sell the 


| ’ 1. 3 5 Top-Quality Line. 
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HURRICANE is proven! 
Proven in customer 
popularity! Proven in 


durability! Proven in ‘ 





























Pf A fine service! Proven soe 
by more sales and = ind 
en ] 
he bigger demand each 
Hurricane mowers get the high grass up close to 1 Note the compact, neat appearance and the 
“n flower beds and shrubbery, along walks and drive- year: rugged construction of this great lawnmower. 
ne ways. This young lady finds little effort in using Hurricane handles easily, stores easily, looks 
*h the light and maneuverable Hurricane “JR.” good and does a marvelous job of lawnmowing! 
l- 
= Easy to Use — Easy to Sell JOBBERS: Contact us for open territories. 
a 7 Some choice opportunities are still available in 
a ; 
the hardware and implement fields. 
t= 
of — 
iS 
o TWO PROVEN MOWERS 
n 
- HURRICANE — For the big lawn. Fast, 
“4 easy and pleasant to use, it glides over 
“ spacious lawns, or slashes through high, 
d tough grass and weeds 
f Just a short, easy pull on the When engine starts, pull back HURRICANE “JR.” For the 
e starter cord makes Hurricane’s the handle (which lies forward small lawn. Smaller, lighter than the big Hurricane, 
; powerful engine purr. No out of the way in picture at left), but powered for heavy work, “JR.” is 
gadgets to adjust. Built-in auto- and then lift up the folding - ? ; 
e - . : engineered with the same care as its 
matic governor keeps blade safety side guard. The opening : 
e speed constant. Note side guard, thus made is the throw-out for big brother, to bring fine power 
a extra safety feature at starting. cut grass, to avoid windrowing. mower performance at low cost to the 
1 home owner who has a «mall 'ot 
, FINE ENGINEERING MAKES HURRICANE GREAT 
1 ‘ 
7 ; ; . Make Sure NOW That You'll 
© 4-cycle, 142-2 h.p. gasoline engine * Automatic gover- Be R aaa s 5 
nor * Full-floating friction drive * Rust-proof silver-plated e Keady Next pring 
> 





XUM 


drive shaft * Malleable aluminum chassis * Ball-bearing 
wheels (four of identical diameter) * Very hard steel blade 
with suction fan-tip * Adjustable cutting height * Attractive 
bright colors for sales appeal * Floating handle with com- 
fort grips * Turning crutch for great maneuverability 
* Genuine Hurricane Parts and Service always available. 


NATIONAL METAL PRODUCTS CO., INC. 


. KANSAS CITY 8, MO. 
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NATIONAL METAL PRODUCTS CO., INC. 
Dept. $-3, 2722 Cherry Street, Kansas City 8, Mo. 


Yes, | want to be sure | can meet the demand for Hurricane 
next spring. Send me full details now. 

Name 

Address 


City . Zone State 
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the customer may go to make se- 
lections or to purchase heavy 
stocks. 

Not only do we sell the fencing. 
We install it also. Two outside 
salesmen, paid salary and com- 
mission, sell fencing exclusively, 
while three full-time, trained 
erecting crews install it. Our store 
caters to industrial, as well as 
residential, jobs; and our policy 
of a “job well done” has resulted 
in many satisfied customers. 





Annual Inventory 
(Continued from page 27) 


between, so that the extensions 
can be made by two clerks, one 
checking the other’s figures. This 
saves time. 

(4) Organize for a speedy count. 
Utilize teamwork by having one 
person calling the items and prices, 
the other listing and calling back 
as a check against error. Brief 
your inventory-takers about your 
plan for taking the count. Impress 
upon them the need for accuracy 
and speed. If possible, take an 
active part in this work yourself. 

(5) Cleanliness and orderliness 
are important. See that your stock- 
room is clean and orderly before 


the count is taken. This minimizes 
the expense and saves time. 

(6) Take inventory in one sec- 
tion at a time. List the section on 
the inventory sheet. In the smaller 
establishments, this may not be 
necessary, but in the larger outlets, 
the dealer should “sectionalize” 
the count. This simplifies a check- 
back in case there is doubt about 
any listing. 

(7) Do not include items for 
future delivery to which you have 
not taken title. Include any item 
to which you have taken title and 
recorded the purchase on the 
books, even if it is transit or not 
on hand. Make a notation under 
“Remarks” as to its status. Do not 
list merchandise that is on con- 
signment. 

(8) Evaluate inventory by the 
same method at the beginning and 
the end of the year. There are six 
different methods of evaluating 
inventory. If you can obtain the 
consent of the Commissioner of 
Internal Revenue, you may switch 
from one method to another, but 
the transition is not always an 
easy one. Sometimes it involves 
many adjustments, which may re- 
quire intricate calculation. More- 
over, it pays to go into the subject 


thoroughly before making such a 
change, because on the surface, 
may appear advantageous, but 
when all factors are considered, 
may be unwise. 

(9) If possible, take inventor 
more than once yearly from no. 
on. Because of the higher prices 
that may materialize in a war-tim: 
economy, a semi-annual or quar- 
terly inventory will permit a bet- 
ter valuation, on the stocks car- 
ried, for insertion on the monthly 
profit and loss statement. 

(10) File your inventory sheets 
for future reference. The income 
tax auditors may want to check 
your books to verify the profit re- 
ported. The inventory count is an 
important factor here and unless 
you have detailed figures, the 
value placed on the inventory may 
be questioned. The Treasury De- 
partment may place its own value 
on your inventory after analyzing 
the figures on your books, and 
this may cost you more tax and a 
penalty. 

A stock control system simpli- 
fies the taking of inventory. How- 
ever, some dealers assume that 
because they have such a system 
they can dispense with the inven- 
tory count. This is wrong. Stock 

















All Is Not Glass That Glitters... | 


behind 
line of glass rods. Each number 


is built from butt end to tip 


is squarely our entire 


and all Glass Fishing Rods 
aren’t alike! 

top in our own modern plant. 
We sincerely believe that the 
new H-I line of glass rods is 
the finest being offered today. 


Sure, all glass fishing rods look are top-notch . . . many ‘re in- 


alike. But, in action, perform- __ ferior some aren’t worthy 





to be called rods. 


There is no substitute for expe- 


ance and all around durability 


they may vary greatly. Seems Don’t be “stuck” with an in- 


rience. H-I has been building ventory of inferior glass rods. 


BETTER BUY H-I POWER 
GLASS. Horrocks-Ibbotson Co., 


Utica, N. Y. 


MANUFACTURERS OF THE LARGEST LINE OF FISHING TACKLE IN THE WORLD 


like “Everyone and his brother” 
is in the glass rod business! To- fishing tackle for more than 100 


day, there are some 35 different years. Our reputation for build- 


makes on the market. A few ing better tackle at better values 


HORROCKS -IBBOTSON CO. 
UTICA, N. Y. 
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@ Sharp, Strong Corners 
@ Straight, True Sides 
@ Clean, Accurate Threads 


REPUBLIC UPSON 


—from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 
REPUBLIC STEEL CORPORATION 


Bolt & Nut Division 
CLEVELAND, OHIO . GADSBEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N. Y. 





BOLTS AND NUTS 


96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTRY 







SOUTHERN HARDWARE for DECEMBER, 1950 






control supervises the movement 
of stock from distributor to dealer 
to customer, but only in units, not 
in dollars and cents. The inventory 
figure must be in dollars and cents 
to enable you to determine your 
profit. Stock control minimizes 
losses throughout the year and 
provides valuable data on turn- 
over, damage and other losses 
coming in this field. It provides 
figures showing the maximum and 
minimum quantities on hand to 
aid in making purchases intelli- 
gently, minimizes “outs,”’ prevents 
a tie-up of excessive working 
capital in stock on hand, ete. 





Try This on 
Your Customers 
(Continued from page 36) 


men in that department, and it’s 
either Brown or the widower who 
tops them all every month. 

Now, at this point it must be 
admitted that, by the very routine 
of the sale, a clothing salesman 
gets the name of every customer. 
But other salesmen in that de- 
partment also get names. 


And at this point, too, it would 


salesman, 


to gather names. 
But that is 


ventive enough to 


if he wants to. 


Anyhow, Lloyd Brown built his 
list of 7,000 names from nothing. 
He has, of course, been a college- 
educated clothing salesman in one 
community, but not in the same 
store, for 25 years. But he wouldn’t 
have that list of 7,000 regular cus- 
tomers if he had not trained him- 
self to remember and use names. 

“There are a great many people 
on that list,’”’ explains Lloyd, “who 
were sent to me by established 
customers. A man will come in and 
ask for me, introduce himself, and 


say: 


*“**Joe Harper sent me to see you. 
He tells me once you sell a man 
a suit of clothes you never forget 


him.’ 
“Of course, 


regardless of line, to 
turn the page and pass on, ex- 
cusing himself from further ex- 
posure. He might exempt himself 
on the grounds that his line of 
selling offers no such opportunity 


exemption of a 
dubious claim. It seems to me that 
almost any salesman can be in- 
accumulate 
names and use them on customers, 


I can’t remember 


a lot better if I had more time to 
work at it.’ And his eyes slante: 
off to where the widower wa 
busy selling a suit. 

Lloyd’s trained memory has 
earned him some unusual custom- 
ers. One of them lives on Long 
Island, at least 2,000 miles fron 
Lloyd’s store. But the Long Island 
man waits until he gets to Lloyd’ 
store to buy all his clothes. And 
another, who travels constantly or 
a seven-league-boot scale, buys 
all his suits from Brown. The last 
order came from Cairo, Egypt. 

Brown sells good clothes. But 
they are no better in quality nor 
price, nor any better advertised 
nationally, than other suits in othe: 
stores. Nevertheless, when I think 
of a suit of clothes, I think af 
Lloyd Brown. Calling me by name 
that day, when he’d only seen me 
once in my life and that more than 
a year before, made a lasting and 
indelible impression. 

But you needn’t wait a yeal 
Pick out a customer you’ve seen 
in your place several times. Find 
out the name, the ways and means 
being left to your contrivance. 
Next time, call him by name and 
see what happens. 

It happened to me, and I know. 























be appropriate for the average everybody. As I said, I could do 
i d high vol f 
3 Continued high volume for 
ac sents. & . m 
jl A d d d 
2 Southern hardware trade indicate 
© , « . 
NEW URBAN by this market’s building boom 
2 
wae Addition of thousands of new dwellings 
means increased sales for hardware 
stores in Southern and Southwestern states. 
| More than one-third of the new with a new home make important 
| urban units built in the country last purchases from hardware stores. This 
El |e 5 year are located in the South and means that residential construction is 
=) 13 3 Southwest. In the first eight months a first class gauge of future hardware 
st _ of 1950 the percentage is even larger sales activity. 
§ g and all indications point to continued — For thorough advertising coverage of 
3 118 high activities. the active South-Southwest hardware 
ee ak ce ae Here is an unmistakable indication of | market, SOUTHERN HARDWARE 
8 §  & z 4 an important hardware market where _ is absolutely essential. 
<= ° = c ra z 
& £ v F manufacturers need to be sure of ade- 
: £ = a : 
22 3 3 “ quate dealer representation. SOUTHERN HARDWARE 
x 
a 3 New homes mean new hardware sales. 
Every family that moves into new 806 Peachtree Street N. E. 
Gaines: U. 8. Best. of Labor quarters and every bride and groom Atlanta, Georgia 
Bureau of Labor Statistics 
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VISUAL 


MERCHANDISING 








mean 


window glass 


Dealers themselves are the ones who say L-O-k 
Window Glass is quality glass and easier to cut. 
When you start with these two advantages, all 
that remains between you and increased window 
glass profits is the merchandising. 


FR EE for your asking! 


Your L-O-F Glass Distributor 
has earmarked for you a copy 
of this NEW 16-page booklet 
that points the way to better 
merchandising and greater win- 
dow glass profits. Ask him for it, 
or write us direct if you prefer. 


SOUTHERN HARDWARE for DECEMBER, 1950 


greater 
profits for you 


There, we can help you- by recommending 
the best sizes and quantities to stock, by helping 
you set up the best visual merchandising rack 
for storing, cutting and selling L-O-F Glass, and 
by supplying advertising material for you to use. 
This help is yours for the asking. Call your 
L-O-F Distributor or write Libbey -¢ wens: Ford 
Glass ( pompany ° 5179 Nicholas Bldg.. Toledo De (). 





LIBBEY: OWENS - FORD 
a Gedl Name tie GLASS 
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Business on High Plane 
in Last Quarter ... . 


HATEVER the effects of the 

Korean war, the nation’s 
economy is heading for a new 
boom. The forecast is for further 
increases in wages and _ prices. 
Government controls will tend to 
have some slowing effect on infla- 
tion, but the cost of living will 
edge above the 1948 peak. 

In future months, shortages of 
material and manpower will force 
cuts in production of some civilian 
lines. However, by the end of 1951 
consumers will have _ spending 
money available at an annual rate 
of $220 billion—a full 10 percent 
above the third quarter rate for 
this year. 

More of this money will go for 
non-durable lines. At the moment 
the military establishment seems 
to have no clear estimates of its 
needs for metals. However, by the 
fall of 1951 the supply of durable 
products will be diminished some- 
what. 

Meanwhile, the squeeze on con- 
sumers of steel has begun, and the 
effects on the man on the street 
eventually will mean real short- 





crease, there simply wont be 
enough steel and other basic ma- 
terials left over to satisfy all 
civilian wants. 

While the Federal Reserve 
Board’s new credit restriction in 
mid-October had some retarding 
effect on retail trade, few cb- 
servers looked for any prolonged 
let-down in sales. In fact, depart- 
ment store sales in November 
were running slightly above the 
same month for 1949. 

Any hopes that a system of 
voluntary stabilization of wages 
and prices might work have been 
killed by new demands in many 
industries for further wage raises. 
In many quarters it is believed 
that the Administration ultimate- 
ly will be forced to adopt com- 
pulsory wage and price controls 





Aluminum Consumers Face 
Supply Shortage ... . 


retailers probably will find it 
increasingly difficult to replace 
diminishing inventories of house- 
wares. In January, the National 
Production Authority probably 


L: THE months ahead, hardware 








ages of cars, appliances and_ will cut civilian use of aluminum 
gadgets. As defense orders in- by 20 to 30 percent 
change 9 mos. % change Stock-Sales 
in sales 1950 in inventories Ratio 
ew Sept. 1950 from Sept. 1950 
7eographic from from 
Division 
Sept. Aug. 9 mos. Sept. Aug. | Sept. Sept. Aug. 
1949 1950 1949 1949 1950 50 49 50 
U. S. Total | | 
Sales +19 | —10 +13 +10 +4] 125 135 | 106 
Hardware: | | 
| ) 
South 
Atlantic + 30 —16 +18 4 4 162 223 143 
East South | | 
Central +33 —23 +22 2 +10 144 187 101 
} | | 
West South | 
Central + 22 | —1l +18 +1] +1 177 207 151 
i i | | 























Wholesale Hardware Sales and Inventories 
(From U.S. Dept. of Commerce Monthly Report) 
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This will mean a sharp reduc- 


tion in the amount of the light 
metal available for kitchenwar: 
radios, and television sets an 


electrical equipment. 


Retail Sales Continue 
Upward Trend... 


N VIRTUALLY all lines of busi- 
plang retail trade has moved 
sharply upward since the out- 
break of war in Korea. In Sep- 
tember, the latest month fo: 
which statistics are available, sales 
by the nation’s independent re- 
tailers were 14 percent above the 
same month a year ago and for the 
first nine months of 1950 were 10 
percent above the corresponding 
period of 1949. 

Sales of appliances, for example. 
were a whopping 47 percent above 
a year ago, and the pattern wi 
the same for other lines; sales by 
radio stores were up 40 percent: 
lumber and building material 
dealers reported a gain of 38 per- 
cent, while automobile dealers 
registered a sales increase of 24 
percent. 

Sales of hardware were not fa 
behind. While the nation’s retail- 
ers reported an average increase 
in sales of 14 percent, hardware 
dealers were showing a gain of 19 
percent. 


Government Urges Farmers 
to Increase Production . . 


ers are being called upon for 
all-out production. After a period 
of rising surpluses, decreasing 
prices and a reduction in cash 
farm income, the farmer again 
looks forward to a period of strong 
demand. 

Already the government has re- 
moved acreage allotments for cot- 
ton growers and has relaxed curbs 
on cotton exports. More recently, 
farmers have been urged to plant 
more corn in the new year than 
was produced in 1950. 


Oc AGAIN the nation’s farm- 
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FOR CHRISTMAS PUSH THESE 










OM LA 


STEVENS # « « 
movet 87 
22 Cal 


> 
Auto-Loading Rifle 


STEVENS © @ @ 
mover 15 
22 Cal 


Single Shot Rifle 


FOR YEAR ROUND PROFIT 
. . write for your copy of the Savage 
Sales Handbook. Outstanding features 
of all Savage, Stevens and Fox models 
. talking points for your salespeople 
. advertising, display and merchan- 
dising material for direct tie-in with 
Savage’s national advertising... it’s 
everything you need to promote the 
‘Guns of the Month” every month! 


SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass. 
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Give yourself 
a profit-present — 


4 44s 


feature these “22's” in 


His first rifle— any boy’s biggest thrill! It’s your profit 
opportunity of the year, too. Display these Stevens “22” 
values ... feature them in your advertising and mer- 
chandising — and watch your arms volume soar in De- 
cember. Incidentally, remember that in the complete 
Savage-Stevens-Fox line, there’s a gun to delight “boys” 
from 6 to 60! Keep guns out front in your Christmas 
promotion. 


xAS. Why These Rifles Are a 
The Best Christmas Gifts - - 
..-- MODEL 87 = THREE RIFLES IN ONE 


—instantly adjustable as an auto-loader, bolt action repeater, 
or single shot—an exclusive Savage feature. As auto-loader, 
shoots .22 Long Rifle cartridges; as bolt action repeater or 
single shot, shoots .22 Long Rifle, .22 Long, or .22 Short 
cartridges—regular or high speed. 

, 


Simplest, most trouble-free action of any .22 auto-loader 


Easily disassembled for cleaning without tools 
Famous Stevens accuracy. Precision rifled “to hit where 
you aim.” 


One piece stock with broad fore-end for firm grip, steady 
holding 


Available with standard or peep sights 


....- MODEL 15-LOW COST VALUE 


Just the rifle for the beginner—a low cost, single shot “22” — 
perfect for teaching youngsters handling and care of firearms 
Strong, simple mechanism. Hand-cocking action provides 
ideal safety precaution. Newly designed bolt handle directly 
above trigger for fast operation. Shoots .22 Long Rifle, .22 
Long, or .22 Short cartridges—regular or high speed. 

Large, well-proportioned, one-piece stock. 24” barrel. Gold 
bead front sight and open middle sight with elevator. 


SAVAGE + STEVENS + FOX Rifles and Shotguns 





SAVAGE * WORCESTER Power ond Hand Lown Mowers 
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R. B. Plumb Joins RBAW 
Sales Organization ... . 


Rollin B. Plumb, formerly vice 
president in charge of sales of Eagle 
Lock Co., Terryville, Conn., has 
joined Russell, Burdsall & Ward Bolt 
and Nut Co., Port Chester, N. Y., in 
an executive capacity. 





R, B. Plumb 


Mr, Plumb will join RB&W’s sales 
organization, which has been ex- 
panded to adequately service the de- 
mand for the company’s new product 
lines. 





Olin Appoints Davis 
Southern Div. Manager 


John E. Davis has been appointed 
southern division manager, with 


headquarters at 1417 Richards Bldg., 
La., 


New Orleans, according to a 





lx! 


John E. Davis 


=o 
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recent announcement by W. S. Allen, 
general manager of the Electric 
Division of Olin Industries, Inc. 

Mr. Davis was formerly district 
manager in St. Louis. In his new 
post, he will have complete super- 
vision over all Winchester and Bond 
Electrical Division operations in 
Georgia, Florida, Alabama, Mississip- 
pi, Central and Western Tennessee, 
Louisiana, Arkansas, Oklahoma, New 
Mexico and Texas. 








Dietz Succeeds Father 
As R. E. Dietz President 


For the fourth consecutive genera- 
tion, a son has followed his father to 
the presidency of the R. E. Dietz 
Company, Syracuse, New York, 110- 
year-old manufacturers of kerosene 
lanterns and motor lamps. 





Gerry J. Dietz 


On September 22, Robert E. 
Dietz was made chairman of the 
board, after serving as president 
since 1936, while his son, Gerry J. 
Dietz, was promoted to presidency 
of the firm. 

The business is one of the few re- 
maining companies with an unbroken 
record of family-ownership in this 
country that can boast of direct line 
succession since founding in 1840. 

Gerry J. Dietz, the newly elected 
president, brings vitality and youth 
to the company, the oldest of its 
kind in the world. He has served in 
the R. E. Dietz Company in various 
capacities for the past 13 years and 
worked in the plant during summers, 
while a student at Yale. 


Miller Succeeds Smith 
As Dietz Representative 


Alfred Miller has been appointed 
to succeed Frank E. Smith in the 
southern territory for R. E. Dietz 
Company of Syracuse, New York. 





Frank E. Smith 


Mr. Smith retires after 55 years of 
service with the company, having 
been in charge of the southern terri- 
tory for more than 40 years. Mr. 
Smith is a member of the Old Guard 
and its executive committee, and has 
been elected honorary member of the 
Texas Hardware Boosters Club. 





Alfred Miller 


Mr. Miller has been with Dietz for 
25 years in the lantern sales depart- 
ment. He will cover the 12 southern 
states from Virginia to Texas, accord- 
ing to the announcement. 
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SPORTS EQUIPMENT 


DBM! 
Pn - 
“ORT Equier™ 


NATIONALLY Known 


NATIONALLY Used 


NATIONALLY Advertised 


Complete lines... Right prices... 


Write to your jobber 
for catalog and prices 


fe) s ™ | 


Quick turnover...Good profits... 
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(ALLIGATOR 
LACING 


BELT , 


- ECONOMY 
ee _ PACKAGES 


in 
“*E” CARTONS 














SODDDVEDIEDE LESSOR PED RD NOONAN 






10 packages of a single size 
to the “E” carton. 


Each package is a complete 
sales unit. 


Contains one set of lacing, hinge and 
gauge pins for 12” of belting width. 


Five popular sizes—Nos. 15, 20, 25, 27, 35. 


uh ON = 


Eliminates breaking of standard boxes. 


“JUST A 
HAMMER 


Order Cartons From Your Jobber 
Ask for Bulletin A-60 


FLEXIBLE STEEL LACING COMPANY TO APPLY 
4643 Lexington Street, Chicago 44, Illinois IT” ‘ 
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THE ORIGINAL 
AUTOMATIC GRIP 





Sell Easier! 
Repeat Oftener! 


They're Nationally Ad- 
vertised to millions of 
tool-using people * 
packed with Wanted 
Features * available in 
Models for All Types of 
Screws * backed by 
eye-catching Boxes and 
Displays * unsurpassed 
in Quality. 


Order Thru Your Jobber! 









Potented 


MODELS FOR 
BOTH TYPES OF 
RECESSED HEAD SCREWS 


® 





UPSON BROS., INC 


ROCHESTER I4, N.Y 
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J. H. Touchstone, Sandvik 
Field Technician, Dies .. 


J. H. Touchstone, field technician 
and salesman for Sandvik Saw & 
Tool Corp., 47 Warren St., New York 
City, died on October 21, following 
an automobile accident. 

Mr. Touchstone, who made his 
home in Laurel, Miss., was 55 years 
of age. For the past 12 years he had 
been affiliated with Sandvik and 
had been instrumental in introducing 
Sandvik Swedish bow saws in the 
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ETHING 
NEW! 


HAS BEEN 


BEAUTIFUL 


WALLRITE 
DESIGNS 


LIGHTER, BRIGHTER “7¢sed’ BACKGROUNDS 


Making 9 Wallrite designs for fall and 
winter 1950-51 to give your customers a 
choice for every room in the house. 


Stock all these Wallrite designs 
Write for FREE 
Advertising Material 


DECORATED 
BUILDING PAPER 


FLEMING & SONS, Inc. 





pulpwood produeing areas of the 
South. 


During the early part of his 
career with Sandvik, he traveled 
extensively through all the southern 
states, and though his activities since 
the end of the war were confined 
principally to the states of Alabama 
and Mississippi, he still traveled 
for special promotional work for the 
company. 

Only a few weeks before his death, 
Mr. Touchstone had returned from 
an extensive trip abroad, where he 
visited his company’s factory in 
Sandviken, Sweden. He was widely 
known in the retail hardware in- 
dustry and among wholesale hard- 
ware distributors. 


Seovill Appoints Jarrett 
Southern Representative 


Scovill Manufacturing Co., Water- 
bury, Conn., has appointed H. H. 
Jarrett & Associates, Inc. as agents 
for its line of Green Spot garden hose 
accessories in Virginia, North and 
South Carolina, Georgia, Florida, Ala- 
bama, Mississippi, Louisiana, and 
eastern Tennessee. 

Mr. Jarrett and his three associates 
formed their association in 1914, and 
represent a small selected group of 
manufacturers selling through hard- 
ware, mill supply and automobile 
equipment distributors. The four men 
have had extensive training in the 
hardware field and maintain active 
distributor contacts. 





WHOLESALER NEWS 





Sullivan Occupies New 
Asheville Warehouse . 


Sullivan Hardware Company of 
Greenville and Anderson, S. C., has 
completed and is now occupying its 
new warehouse facilities in Asheville, 
a 

The new building, all-concrete with 
100 x 100 feet of space, is equipped 
with a forklift truck for quick loading 
and unloading. All merchandise is 
palletized. 

Ralph Jones has been promoted 
from the Greenville-Spartanburg area 
to become branch manager of the new 
Asheville warehouse. He will be as- 
sisted by E. M. James and George 
Dawson, Jr. 

The new facilities are located on 
Thompson Street, Biltmore, in Ashe- 
ville. 


Death of E. J. Cappelmann, 
of C. D. Franke Company 


E. J. Cappelmann, president of 
C. D. Franke & Co., Charleston, S. C., 
wholesale distributors of hardware 
and industrial supplies, died Sunday, 
October 15, while on a visit in New 
York City. Death was unexpected, 
as he had attended the hardware 
convention in Atlantic City the 
previous week, and apparently had 


recovered from aé_ recent. serious 
illness. 
Mr. Cappelmann had been con- 


nected with C. D. Franke & Co. for 
more than a half century, as it was 
in January, 1900, that he started 
with the company as an office boy, 
at the age of 14. After filling various 
office positions, he traveled Virginia 
and the Carolinas for a number of 
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The PRESENT <e 
the Lime Lo 
protect your 

FUTURE marked 


For the present, “business as 
usual” is a thing of the past. 

But there won’t always be a 
“national emergency.” The time 
will come again when old-fash- 
ioned competition will replace 
shortages and allotments. 

The wise business man will 
prepare for that time NOW by 
maintaining—and strengthening 
— one of the most vital aspects 
of his business — his TRADE 
RELATIONS. 

For that reason alone the Jan- 
vary 1951 NATIONAL HOUSE- 
WARES AND HOME APPLIANCE 
EXHIBIT assumes a greater im- 
portance than ever before. 

There is no better nor more 
efficient way to learn what your 
industry is doing and thinking to 
face the hard business facts for 
1951 and the years to follow. 

There is no fleasier nor more 
time-saving way to learn about 
prices, deliveries, new products 
and policy changes. 


HOUSBVZARBS 

MID WHORE AOD Ss 

PANU PASTURE RS 
SAHNI BIS 


sANUARY " 


thursdeY 


NAVY PIER 
CHICAGO, ILL. 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


(Incorporated not for profit) 
EXECUTIVE OFFICES: 1140 MERCHANDISE MART 
CHICAGO 54, ILLINOIS, PHONE: DELAWARE 7-8585 











E. J. Cappelmann 


years. In 1921 he was elected vice 
president of the company, and he 
became president following the death 
of J. H. Jahnz in 1947. 

On February 1, Mr. Cappelmann 
was the guest of the employees and 
stockholders of the company at a 
dinner celebrating his 50th business 
anniversary. 





F. W. Posey, Walter Tips 
Co. President, Dies .. . 


Frank W. Posey, president of The 
Walter Tips Company, Austin, Texas, 
died September 19, 1950. 

Mr. Posey had served the company 
continuously for over 55 years, hav- 
ing joined it in June, 1895. For many 
years he served as credit manager 
and was elected president in Feb- 
ruary, 1949. 





F. W. Posey 


Dan F. Searight has been elected 
president of the Walter Tips Co., 
to succeed Mr. Posey. Alden Davis 
was elected to the newly created po- 
sition of executive vice president. 
Other officers are: honorary presi- 
dent, George J. Groos; vice presi- 
dents, George Schurtze, Carl A. John- 
son, and Ralph C. Goeth; and treas- 
urer, Paul W. Bowman. 

Mr. Searight has been connected 
with the company for 46 years. 





WHEN YOUR CUSTOMER 
FOR THE BEST 





ooo SUEE 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 
3/4 of a century for its highest quality pro- 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 
... help them select the Best . . . Hand them 
Channellock. 

And remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 


D-38 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Dwectories under ‘Tools’ 
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PARKER 
Hack Saw 
Exclusives 
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iF one, Parker's ne 
SG:Klip”. Standard e 
dfker H-40, H-60, H-§ 
Baws, “Loc-Klip” f 
Bblade in place at 
even whéanthe saw drops 4 
floor or strikes somesothentihe 
When aeParker 

you KNOW that it’s g 
fully assembled 













exclusive fea 
dealer pro 


*Patent Pending 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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A New... Different... Profitable 


Cabiuel Dove [ale 


IN! Toren LATCH 








Tey LATCH 





No. N61-380 


It opens doors automatically... 
with gentle touch of finger, 


wrist or elbow 





. practical convenience 





Positive latching action. . 
modern, smart appearance for all cabinets 





in use... 





... these are a few of many reasons why home- 





owners are calling for National Tutch Latch. Easily 





and quickly installed, Tutch Latch is chock full of 





appealing features that mean quick sales and worth- 





while dealer profits. This new and different latch 


comes individually packaged, complete with screws. 






Ask your favorite supplier about the unique Tutch 





Latch counter demonstrator that helps you sell. 






ORDER CABINET HARDWARE, LOCKS, BUILDERS HARDWARE 


See Your Supplier... 


‘ | lies, 






DISTINCTIVE HARDWARE 


ALL FROM J] SOURCE 





— AL LOCK COMPANY 


ROCKFORD, ILLINOIS « MERCHANT SALES DIVISION 
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New Electric Reaster 
Announced by Nesco 


Nesco, Inc., has introduced a new 
electric roaster which features push- 
button cover release, a temperature 
control dial and handles that do not 
get hot. 





Produced in 20, 
sizes, and in table-height floor units 
and portable models, the roaster was 
designed by Raymond Loewy in a 


18 and 6-quart 


white, gray and gold motif to 
harmonize with any kitchen decora- 
tion scheme, it was announced. 

With the new unit, a housewife can 
prepare an oven-type meal with only 
a few minutes spent in her kitchen, 
it was announced. 





New Trojan Adjustable 
Jewelers’ Saw .... 


The Ackermann, Steffan Division 
of Parker Manufacturing Co., 
Worcester, Mass., has introduced a 
new Trojan adjustable jewelers’ saw 
for craftsmen in the home, shop or 
school. According to the manufac- 
turer, it is the only saw of its type 
made in this country. 


“Vy a 
 —D 


An exclusive threaded adjusting 
device is said to provide quick and 
easy adjustment with maximum 
blade tension. The frame, with a 24%4- 
inch throat, accommodates blades 
from three to 64% inches long, face- 
able in any direction. The threaded 
adjusting device makes possible the 


” 
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use of broken or short length blades, 
it was announced. 

The new saw is finished with a 
polished, buffed and heavily chrome 
plated frame and wooden handle. 





New Display for Archer’s 
Pol-mer-ik Linseed Oil . . 


Archer-Daniels-Midland Company 
is offering a new Handy-Pack car- 
ton which features the “101 Handy 
Home and Farm Uses” of Pol-mer-ik 
linseed oil. 





The unit is designed to display a 
full dozen quart cans of Archer’s 
Pol-mer-ik linseed oil, and it was 
announced that first reports from 
retailers using the counter display 
show substantial increases in custom- 
er impulse buying. 





New Hose Shut-Off Added 
To Sherman’s 1951 Line .. 


A new self-closing hose shut-off, 
designed for hard and continuous 
service, has been added to the 1951 
line of the H. B. Sherman Manufac- 
turing Co., Battle Creek, Mich. 

The No. 139 shut-off is made of 
cast brass, with long wearing valve 
mechanism. The valve _ provides 
instantaneous control of water flow, 
it was announced, and is equipped 
with 34” hose thread, both ends, for 
easy attachment to hose and standard 











garden hose devices, such as nozzles, 
wash mop handles, and sprays. 

When used with a nozzle, the spray 
can be adjusted as desired, then the 
water can be turned on or off with- 
out affecting the spray pattern. 





The shut-off is furnished in sand 
blasted brass finish and is available 
in an attractive merchandising dis- 
play carton containing “4 dozen 
pieces. 





Behr-Manning Announces 
Home Sharpening Kit . . 


Behr-Manning, Troy, New York 
(Division of Norton Co.), announces 
the new Sharp-N-All home kit, a 
set of four sharpening stones for 
kitchen, workshop and garden needs. 

Market research studies indicate 
that the new kit has much family 
appeal and satisfies a long-felt need 
in the home, it was announced. 





Included in each kit is a recently 
revised edition of Behr-Manning’s 
booklet “How to Sharpen,” contain- 
ing 32 pages with 120 illustrations. 
The stones include: an India combi- 
nation bench stone for home work- 
shop tools; a Quickcut knife sharp- 
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NATIONALLY ADVERTISED 


RECOMMENDED 
RETAIL PRICE 


$1495 


Complete with 
Jar 









FOR USE WITH 


GEM DANDY ELECTRIC Ct 














fe ere 
“MADE BY ke! 


ALABAMA MANUFACTURING 
BIRMINGHAM 3A) 
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EM DANDY 
GEM) a 


MODEL 4-OT — A SENSATIONAL | 
VALUE—A BIG PROFIT ITEM 


Churns up to 3 quarts of heavy cream or whole milk in a few 
minutes. High quality, heavy-duty, slow-speed motor with 
chrome steel housing. Aluminum shaft and dasher—detach- 
able and adjustable. Mixes most anything. Here’s a fast 
moving big profit item that practically sells itself. 


LIST PRICE... 





$14.95 





DELUXE AND STANDARD MODELS 


with new, improved, cool-running motors are 
adjustable to fit owner’s crock or jar up to 6 
gals. Most customers prefer Gem Dandy Duraglas 
containers in 3 or S-gal. sizes. List price 3 and 


S-gal., $2.75. Recommended Dealer’s cost $1.65. 
DELUXE MODEL, List Price................ $21.95 


STANDARD MODEL, List Price.......... $18.95 





ORDER TODAY FROM YOUR DISTRIBUTOR. 


ALABAMA MANUFACTURING CO. 
Dept. A-176, Birmingham 3, Ala. 
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BIGGER 
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‘ SHEAR 


Scalloped 
« Blades cut 


_ clean...don't 
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os tear! 
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LAWN and GARDEN TOOLS 


Shear! 
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000-Klio 











LAWN and GARDEN TOOLS 














ener for kitchen cutlery; a Crystolon 
pocket stone for pocket knives; and a 
Crystolon home and garden sharp- 
ener for general utility purposes. 

Suggested retail price is $2.95, 
with dealer net cost of $1.92. 





Newly Designed Mail Box 
In Colorful Gift Package 


A newly designed mail box of 
Colonial forged iron with solid brass 
trim, packaged in a colorful gift box, 
is being introduced by McKinney 
Manufacturing Co., Pittsburgh, Penn. 

The gift box is lithographed in 
four colors and is said to provide an 
effective gift merchandising idea for 
a standard hardware item. As a gift 
idea, the new mail box should have 
timely sales appeal, especially for 
the Holiday season and as a year- 
round gift suggestion, it was an- 
nounced. The box retails for $9.80 
east of the Rockies. 





A solid brass mail box in gift 
package also is being offered by the 
company. 





Free Caleulators for 
Warp Window Materials 


Warp Brothers, 1100 N. Cicero 
Ave., Chicago 5, Ill., has mailed free 
calculators to its list of window 
material dealers throughout’ the 
country. 

Made of good grade paper board 
and punched at the top so it can 
be fastened to the dispensing rack, 
the calculator aids the dealer in 
determining the cost of any of 
Warp’s window materials for any 
length from one to 75 feet, at the 
nationally advertised prices, effective 
October 1. 

On the reverse side of the calcu- 
lator is a square footage chart for 
use in selling screen cloth. This also 
gives the number of square feet in 
the standard sizes of screen cloth in 
any lengths of one to 75 feet. 

Calculators are free to dealers 
handling Warp’s window materials. 
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SCREWS 


_ Since 1854 the Qual- 
ity... Accuracy...and & 
Uniformity of All CLARK ne 
Products has never been 
surpassed. Close to g 
century of leadership 
explains why users al- 
ways ask for them by 
name “CLARK” — They 
Fasten... Fast 
Longer. fi 


Get Them From Your 
Local Jobber Or 
Distributor. 


CianxBrosBoLt ©. 












MILLDALE , CONN 
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Cummins Introduces Four 
Vew Bench Grinders . . 


Gladding Introduces 
New Cilesto Fly Line 


‘ The B. F. Gladding Co., South 
Cummins Portable Tools, 4740 Otselic, N. Y., has announced a new 
tavenswood Ave., Chicago 40, IIl., fly line, Cilesto, which was introduc- 
as introduced four new bench ed at the National Hardware Show 
rinders, designed for use in garages, in New York in October. The new line 
epair shops, metal working plants is the result of two years’ testing 


ind industrial tool and maintenance 
shops. The four grinders include: 





with a new process for finishing fly 
lines, in connection with the discov- 


Model 470, 6-inch grinder, close ery of Cilestone, a new type of finish. 
coupled, %4 h.p. motor, wheel size The Gladding Company states that 
6” diameter by 42” wide by %” Model 478, 8” grinder, long end ts Cilestone process represents a rad- 
arbor hole, length 1158”, height bell, %4 h.p. motor, wheel size 8” jcal change of formula for finishing 
758”, base 67%” deep by 6” wide, diameter by 1” wide by %%” arbor fly lines since oils were introduced 


weight 32 lbs. 
Model 471, 6-inch grinder, long end 


hole, length 19”, height 12”, base 
8142” deep by 8” wide, weight 85 lbs. 
Motors are ball-bearing equipped, 


and has enabled the company to pro- 
duce a nylon line which has the same 
weight as a silk fly line, size for size. 


bell, %4 h.p. motor, wheel size 6” 
diameter by 34” wide by %” arbor with an on-and-off toggle switch In a consumer survey of over 1500 
hole, length 16”, height 10”, base 8” conveniently mounted in the base. Cilesto lines, tested by fishermen in 


deep by 7” wide, weight 38 Ibs. 

Model 475, 6-inch grinder, long 
end bell, 1/3” h.p. motor, wheel size 
6” diameter by 34” wide by %” 
arbor hole, length 16”, height 10”, 
base 8” deep by 7” wide, weight 40 
lbs. 


Removable guards give added con- 
venience when using wire brushes 
and buffing wheels. Wheel speed is 
3440 rpm. An 8-foot cord is heavy 
rubber covered 2-conductor type with 
two-prong rubber plug (3-conductor 
for the 8-inch grinder). 


all parts of the country under severe 
conditions, it was found that 97.6 per- 
cent of the anglers’ replies to the 
questionnaire were favorable as to 
the line’s being easily floated and cast 
farther. 

Cilesto line is free from kinking 
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B*MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY 


* MARSHALLTOWN, !|OWA_ 
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PERFECT ... for Profits 


NEW Electric SAFE 


(No Open Flame) 


PAINT REMOVER 


| Removes paint from wood—flat, 
curved o: irregular surfaces. 
Ideal for laying linoleum and 
asphalt tile, removing putty 
Made for continuous comfort- 
able operation. Handle will not 
heat up. Unit, chrome plated 
steel, operates on AC or DC 










ONE YEAR 
GUARANTEE 


Complete parts 
replacement. 
Electrica! cord 
UL approved 


Write Today 
current, 110-120 V. seating sur- For Profitable 


face area 3/2" x 5%". Dealer Plan 
The B & L TOOL & MACHINE CO. Aixnmwitti? cows! 








Sp 
FOOT & CHECK VALVES 


Save their cost many times 
over in service calls. Sensitive 
action. Ideal for jet type pumps. 
Won't leak even if seat is deep- 
ly scored. Ask for bulletin 203. 












PUMP LEATHERS We? Vi Tact 


An Adams Cup for every pumping purpose. From the shallow to 
the deepest wells. Selected hides, especially tanned and processed 
to suit each exact requirement. Any size hole at no extra cost. 
Special attention to odd size cups. 


ALSO MANUFACTURING A COMPLETE LINE OF 
KAYO, TIP-TOP and ADAMS 
Steel hand tools, cold chisels, punches, etc. 
Ask your jobber or write 


Cc. F. ADAMS, 


420 So. Lake St. 


c. 


In 
Dept. H Fort Worth, Texas 
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Now offers! 


Gensco 


FAMOUS SWEDISH 
HINGES 


SCREWS 


Finest Swedish Quality 
Reasonably Priced 








Complete Sizes, Styles, Finishes 


Prompt Delivery from our Ware- 
house Stock 


A complete 
range of butt 
hinges for all 
applications 
in all finishes. 
The finest 
quality produced anywhere. 


Standard 
U. S. specifications and packaging. 





A complete selec- 


T and 
STRAP 


tion of builders’ 
shelf hardware in- 
cluding bolts, 


HINGES 


hasps, brackets, 
back flaps, light 





Famous Swedish steel and 


A complete range of 

sizes, types and fin- 

ishes in superior qual- wooD 
ity Swedish wood SCREWS 
screws. Prompt de- 

livery. 


FULLY GUARANTEED! 


See Your Jobber or Write for Prices 


14, elem cele] Mir) iiiile). 


GENERAL WAREHOUSE CO... INC 


narrows, etc. 


finishes. 





STEEL 


1806 North Kostner Avenue, Chicago 39, Illinois 








and curling, the manufacturer re- 
ports, and does not crack, peel or chip. 
Cilestone finish seals and impregnates 
the nylon threads with a thick coat- 
ing, adding to the natural boyancy of 
the line. 

Cilesto fly lines will be packaged 
in clear plastic utility boxes. Level, 
double taper and tadpole taper sizes 
will be available, and color is med- 
ium brown. 





H. 0. Canfield Company 
Announces New Catalog 


The H. O. Canfield Co., 129-131 
Housatonic Ave., Bridgeport, Conn., 
manufacturer of rubber plumbing 
specialties, presents a new five-color 
catalog which gives complete infor- 
mation on its lines. 

Included is data on the company’s 
new packaged line—Hoco, a com- 
plete rubber plumbing specialties 
department consisting of tank balls, 
suction stoppers, basin and bath 
stoppers, closet seat bumpers, faucet 
washers and hose washers. Also in- 
cluded is a self-merchandising dis- 
play kit. 

The balance of the catalog is de- 
voted to various rubber parts for 
hardware retailers. A free copy of the 
booklet is available from the manu- 
facturer. 





New Eversharp Rotary 
Power Mower Announced 


A new 20” rotary Eversharp power 
mower, priced to retail at $99.50, 
f.o.b. factory, is now in production at 
Midwest Mower Corp., 2235 O’Fallon 
St., St. Louis, Missouri. 





MONE! an 


Designed as Model 90, the mower 
is powered by a 1% h.p. vertical 
shaft, 4-cycle engine. Included is an 
automatic clutch, which disengages 
the motor to prevent possible dam- 
age in event an unseen obstruction is 
hit. 

The new 20” cutting blade is of 
tool steel and is adjustable from %4 
to 2% inches. Cutter blade is well 
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: The name Dazey 
ton "Kitchen Helps” 
means 





uality 


The following guocrantee is enclosed 
with each Dazey product *« Can 
Openers * Juicers * Knife and Scissors 
Sharpeners * Ice Crushers * Egg 
Beaters * Household Scales * Nut 
Crackers « Jar Openers and Sealers « 
Coffee Dispensers . . . and other items 


GUARANTEE... 
The DAZEY CORPORATION has 


been in business constantly for $0 
years. No guarantee implied or written 


could mean more to the consumer. 


All DAZEY products are guaranteed 
to be free from defects in material and 
workmanship, and if found defective 
will be repaired or replaced 





This guarantee is NOT LIMITED 
to any number of years. It may’ 
be construed as 


5, 10, 20, 25° 50 years. 


Be sure 





DAZEY CORPORATION « ST. LOUIS 7, MISSOURI 
The name "Dazey” on "Kitchen Helps” 
és equivalent to the mark “Sterling” on silver 











NOW! FOR EVERY 
HARDWARE STORE 


POWER 
MOWER 









With 
the Amazing 
New Automatic 
Clutch Control 


New! Outstanding! Buildin og yout 
| to new heights—for H KO 

as all those features your customers 
have been clamoring fort Automatic 
operation—no gadget or lever to use! 
Walking speeds are easily regulated 
by engine acceleration. Massive rub- 
ber ured wheels with a choice of 
standard, or over-size tires for high 
cut of grass. Easy storage. Write 
today and learn how you can profit 


DEMAND 
DEPENDABLE 


Homko 


TRULY A 


QUALITY 
PROGUCT 


with HOMKO Lawn Equipment! CHOICE OF 

Built-in Recoil Starter available BRIGGS OR 
at slight additional cost CLINTON 
ENGINE 


WESTERN TOOL & STAMPING CO. 


5 SECOND AVENUE. DES MOINES 13, IOWA 
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WRIGHT 


HEXAGONAL NETTING 
. « « high standard of the 
industry ... 

. » perfectly straight sel- 
vage .. heavy gleaming 


woven evenly 


galvanizing. Your customers 
recognize it by the famous 
rooster trade- : 
mark. 


Southern 
Representatives: 
D. C. HORNIBROOK 
E. L. HORNIBROOK 
Box 176 
Avondale Estates, Ga. 
LAWRENCE J. BALDWIN 
& SON 


306 Carondelet Bidg. 
New Orleans 12, 


Gt WRIGHT 


STEEL & 
WIRE CO. 
WORCESTER: MASS. 








j aN $ 


BRAIDED NYLON 
ro SURF or 
TROLLING LINE 









Take advantage of customer preference with 
NOR-SURF! Packaged 6 50-yard connected 
spools... 24, 27, 36, 45, 54, 63, 72 Ib. tests 
Permanent sand color. This coreless, soft- 
braided Nylon Line has no objectionable stretch 

long life! Also on tubes of 400, 500, and 
1000 yards ... same Tests and quality! 


NORWICH 








LINE COMPANY, INC. 


home $ NORWICH, N.Y 




















HOG FEEDERS 
AND FOUNTS 


OAKES Hog Feeders and 
Fountsare profitable items 
for the dealer. See your 
OAKES jobber or 
write direct 

OAKES Mfg. Co 
Box 128-D, 


Tipton, Ind 








420 
holds 6 bu : : e 





holds 10 bu 


C-74 Twin Cup Fount 
holds 78 Gals. Also 
Summer Hog Founts 
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@ DARE them all 


the hardness and flexibility of 
PINCOR reel blades and bedknife 
be found anywhere else 
on the market! 


You can beat the blades . . . against concrete or steel— 
but you won't nick them! You can bend them in a 30 degree 
angle and they'll snap back 
—without distortion. Can 
thisbe duplicated by anyother } 
power mower on the market? 

No, because Pincor uses 
an exclusive isothermal 
process that produces a blade of high hardness, while 
retaining the flexibility of spring steel. Qualities impos- 
sible by any other known method of heat treating. 

It's the “cash-register-ringingest” sales feature you've 
ever seen. No fancy gadget 
—it's something concrete to 





cannot 











tell your customer! It com- 
pletely eliminates worry 
about blades and reel... 
cuts sharpening and main- 





tenance to a minimum. 


PINCOR'S out front— 


not by claim— but by comparison 


When a product is so obviously better, when it is really 
possible to demonstrate and prove that it's better... there's 
no trick to selling it. And that’s the way it is with Pincor 
mowers... by any standard ... from any angle... they're 
out in front—with everything. Why wait... USE THAT 
COUPON! 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation 
5841 West Dickens Avenue * Chicago 39, Illinois 


Power Lawn Mowers * Hand Lown Mowers © Electric Hedge Trimmers *¢ Gasoline 


Engines * Electric Generating Plants © Battery Chorgers © Generators 


Dept. $H120 
Without obligation, send me 
5841 W. Dickens Ave. 
Chicago, i. further information about the 
Pincor power mowers 
Name 
Company.... 


Street and Number 
City. . State 


él 














DIETZ COMET 
LANTERN x 






A really = 
small lantern oan 
of vivid red = 

finish with Pw 
universal oa 
appeal. rz 

For fun, FS 
utility and = 
emergency x 

use. oa 
@ 








HANDSOME DISPLAY 
FREE WITH EVERY 
DOZEN 
1 a) a ee) TN 
SYRACUSE 1, N. Y. 





EST. ° 








REEVE DISPLAY EQUIPMENT 
Sells MORE for YOU 


REEVE Shure Sell 


TRADE MAR 


CARD HOLDERS 


Cards slide smoothly into 





place — are fully enclosed 
with no trimming of cor- 
ners .. . Curved edges — 


heavy rims — smooth cor- 








ners, joints and rivets — 
Series £94 
Squore Base 
(shown above) 
Series 2194 
Heavy Round 
Base at right. 







sparkling chrome finish. 


Complete description of 
Both types in 
various sizes, 
horizontal 

ond vertical. 


NEW CATALOG 


Send for it today! Hundreds of new 


types and sizes in our 







improved items from ticket hold- 
ers to large island display units 





REEVE COMPANY 


“Serving America’s Retailers since 1913" 





2222S. Grand Ave., Los Angeles 7, Calif 
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protected to prevent accidents, it was 
announced, and the mower will cut 
within 1%” of a wall or fence. 

Other features include: rugged cast 
construction; quiet, semi-pneumatic 
tires on ball bearing wheels; tubular 
steel reinforced handles; preparation 
resistant rubber hand grips; and 
attractive finish. 





Stanley Introduces New 
Brass Cabinet Pulls... 


The Stanley Works, New Britain, 
Conn., has announced the addition 
of two new solid brass cabinet door 
and drawer pulls to its cabinet hard- 
ware line. 

The pulls may be applied either 
vertically or horizontally. The styling 
is said to be particularly accentuated 
when they are applied horizontally 
with concave ends facing each other. 


The pulls are available in two 
sizes: 458 inches (No. 4454) and 3% 
inches (No. 4455) for cabinet doors 
or drawers 3%4” and %” in thickness. 
They are furnished in all standard 
hardware finishes. 

An attractive model display show- 
ing both sizes in chrome and brass 
finishes is available at the cost of the 
hardware only, it was announced. 





CONVENTION DATES 





Alabama Retail Hardware As- 
sociation, annual convention 
and trade show, April 23-25, 
1951. Headquarters, Hotel Ad- 
miral Semmes, Mobile, Ala. 
Secretary, Mrs. Euna G. Ram- 
sey, 509 No. 19th St., Birming- 
ham, Alabama. 


Arkansas Retail Hardware & 
Implement Association, annual 
convention, Feb. 18-19, 1951. 
Headquarters, Hotel LaFayette, 
Little Rock, Ark. Secretary, J. 
Wayne Tisdale, Hotel LaFay- 
ette, Little Rock, Arkansas. 


Hardware Association of the 
Carolinas, annual convention, 
June 19-20, 1951. Headquarters, 
Ocean Forest Hotel, Myrtle 
Beach, S. C. Secretary, Mrs. 
Sally Couch Masten, 118% E. 
Fourth St., Charlotte, N. C. 


Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, May 7-9, 1951. 
Headquarters, Geo. Washington 
Hotel, Jacksonville, Fla. Sec- 
retary, W. W. Howell, Box 183, 
Waycross, Georgia. 








“SUPREME FINISH” 
MEANS EXACTLY THAT 


The bowls are of choicest Wild Cherry 
and Hard Maple woods. They are sanded 
to satin smoothness, then finished with 


our exclusive "Supreme" process. The 
finish penetrates and becomes an inte- 
gral part of the wood. The beautiful 
grains and colors remain clear and nat- 
ural permanently. 

Fruits, garlic, onion, fish, alcohol do 
not injure—just wash like dishes and the 
bowls stay free from unwanted stains, 
tastes and odors. 

That's why they are the finest salad 


bowls you can sell. Make sure now that 
your stock of bowls, spoons and forks is 


complete and well displayed. 


J. SHEPHERD PARRISH COMPANY 
205 WEST WACKER 


ORIVE 
CHICAGO 6, ILLINOIS 


of Fine Woed Bowls 

















HANSON 





Household Scale mode! 1308 


NEW — MODERN — BEAUTIFUL 
A Scale that Appeals to Women 
Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red, 
yellow, and white; colors that fit the modern 
streamlined kitchen. Platform stainless steel. 
Capacity 8 Ibs. by 2 ounces. Special dial 
graduations measures shortening by cups. Kilo 
graduations for continental cooking recipes. 
Order from your jobber 
HANSON SCALE CO., CHICAGO 22, ILL. 
Makers of household scales since 1888 
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DEPEND ON 


PHOENIX 


HORSESHOES 


Just a» your customers depend on Phoenix 
shoes for long wear and perfect fit, you can 
depend on them for complete customer 
satisfaction. 

The Phoenix line is complete, with a size, 
weight and style for every horse or mule... 
for every sport or working con- 
dition. 

Check your stock today. Then 
call your favorite jobber for the 
Phoenix shoes you need. There's a 
heavy work season ahead ... be 
ready with a full stock of Phoenix 
shoes. 





HORSESHOE DIVISION 


PHOENIX MANUFACTURING COMPANY 


ms Joliet, iinois Catasauqua, Pa, 
Beene eneeeseeeseseesd 








ORDER THESE FAST 
SELLERS NOW! 


Swing and Well Chain 
Finished in the South 

with the finest. This 
chain is made of 
highest quality 
chain wire and 

then electro- 
plated of - 
commercially 
pure zinc. A 
standard link and bet- 
ter formed. 


Flat Wire Tempered Broom Rakes 


The tines are of high corbon, tem- 

pered cold rolled flat wire, with round- 

ed edge, 5/16" x .029. The tines are of 

one piece, interlocked into the frame of the 
neck, and cannot work loose. The combination 

is a rugged one that will give lengthy, satis - : 
factory service—and due to the one-piece construction, will 
always retain its shape. Packed 6 Heads to re-shipping carton 
The handle furnished is No. | hardwood, clear lacquer finish 
| x 42 inches, packed 6 to a bundle. Combined shipping 
weight, 23 Ibs. per dozen 


. . . 
Galvanized Solid Clothesline 
* Pilable—Easy te handle. Smoothly relied, 
Easily unrolled 
* Non-Kink—will not splinter. Easy to 
clean. Will not soll clothes. 
* Non-stretch—will not stretch as other 
materials will. 
Package Units 
Packed, 12 coils (50. 75 or 100 ft.) in re- 
shipping box. Makes easy Inventory—!nsures fulr 
count implifies handling and stock contro. 


"Serving the Jobber for 14 Years” 
















Company 
Birmingham, Alc. 
N. Birmingham Station 


Wire Products 


2715 North 24th St. 
P. ©. Box 5355 


UGGE 
OBE! 











INCREASE YOUR PROFITS 


buy direct from manufacturer 





Thousands of Satisfied Users in U.S.A. and Canada 


The Precision sump pump is built entirely of stainless 
Steel, bronze and aluminum alloy, has a totally enclosed 
dust and moisture proof motor with built-in float switch 
and overload protection. Sealed motor ball-bearings and 
Oilite pump shaft bearing will never require additional 
lubrication. Lifetime non-sticking float easily adjusted 
to suit depth of any sump. Every pump tested thoroughly 
—assembled completely and ready to operate. Equipped 
with plug-in cord. Does not require special wiring. Guar- 
anteed for one year. 
DEALER COST F.0.8. NASHVILLE 

1/6 H.P.—1 in. discharge 1,600 G.P.H.................$36.580 
1/4 H.P.—1% In, discharge 3,000 G.P.H...........600005 $42.50 
Order direct by check or money order or write for further 
information. Manufactured by 


PRECISION PARTS CORPORATION 














Nashville 7, Tennessee 








al Seem ine aaaeasil 


| YOUR... 





HARDWARE MARKET 


Constant change—something new—something better—is a char- 
acteristic of America. 

The easiest way to keep up to date in the hardware trade Is 
through the pages of your business magazine. For example, within 
the past year a survey among 4000 Southern retail dealers and 100 

i wholesale houses on the importance of sporting goods lines to 

Fl the hardware retailer. 

: Again a survey among a representative number of dealers as i 
to wages, hours, average pay, incentive plans, etc. SOUTHERN : 
HARDWARE gives you each month inf ideas, plans and : 
suggestions based on the intimate cont our editorial staff i 
with the most successful hardware merchandisers over the South. ' 

If you are not already a subscriber, send in your $1.00 today 
for a yearly subscription or $2.00 for three years. 


| SOUTHERN HARDWARE 
| 806 PEACHTREE ST., N.E. ATLANTA 5, GEORGIA 


PP a Ue Oe cle aE 
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The BIG SELLING ceaner 


that REPEATS and REPEATS 
st BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 
@ nationally known Brush 
Manvfacturer to be the most 
efficient brush cleaner on the 
market... hos further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 dex. 





in case. 
Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
use — mixes with woter 
—works so easily. 


Consumers 
Patching Ploster 

. mixes white 
in cold water. 


No checking or 





shrinking. Quick 
bond to old 
plaster without 
sizing. In 1, 22 
& 5 lb. cartons; 
2, 5, 10 & 15 lb. paper bags; 59 Ib. 
begs—100 & 300 Ib. bbls. 

ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 


Tiger Grip 
Linoleum Paste 
and concrete 
floors. ‘4 pt., 
— favored for 
use on wood 
pt., at. 1 &s 
gal. containers 


bene Repairing * cd 
and Hovsetold Use 
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WORLD 
FAMOUS 


Rod Devil, 


GLASS CUTTERS 


Scientifically Designed 
for Perfect Cuts - 
Relaxing 
to Use- 







GLASS CUTTERS 


a displa 


Chapmanized steel 
RED DEVIL wheel - 

Can’t be imitated 
A Product of 


Red Devil Tooks. 


IRVINGTON 11, NEW JERSEY 


ORDER NOW 


For extra sales... 


Twelve in 














America’s MODERN line of quality 
ICE CREAM FREEZERS 


Never before in the 100-year-old ice 
cream freezer business, has a manufac- 
turer offered truly modern merchandise 
plus modern merchandising helps for deal- 
ers—until now. Porter freezers are the 
best modern design and manufacture— 
sturdy, attractive, light-weight, efficient. 
BACKED BY MODERN MER- 
CHANDISING— Porter gives deal- 
ers ail the materials they need to 
make sales faster and easier. W rite 
for folder illustrating 1950 line 
and dealer selling aids. 


WRITE TODAY 

THE J. E. PORTER CORPORATION 
America’s Largest Manufacturers of 

Home Ice Cream Freezers — 82 Years Old 

503-6 BROADWAY, OTTAWA, ILLINOIS 
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Kentucky Retail Hardware As- 
sociation, Inc., annual conven- 
tion and trade show, Feb. 6-8, 
1951. Headquarters, Brown Ho- 
tel, Louisville, Ky. Secretary, 
Dwayne W. Laws, 501 Repub- 
lic Building, Louisville, Ken- 
tucky. 


Louisiana Retail Hardware As- 
sociation, annual convention. 
March 11-13, 1951. Headquar- 
ters, Evangeline Hotel, Lafay- 
ette, La. Secretary, David O. 
Mansfield, 226 S. State St., 
Jackson, Mississippi. 


Mississippi Retail Hardware 
Association, annual convention, 
June 3-5, 1951. Headquarters, 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 
226 S. State St., Jackson, Mis- 
sissippi. 


Missouri Retail Hardware As- 
sociation, annual convention 
and trade show, March 6-8, 
1951. Headquarters, Jefferson 
Hotel, St. Louis, Mo. Secretary, 
Harry F. Scherer, 1189 Arcade 
Bldg., St. Louis, Missouri. 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and trade show, Feb. 
6-8, 1951. Headquarters, Munic- 
ipal Auditorium, Oklahoma 
City, Okla. Secretary, R. K. 
Thomas, 711 Wright Bldg., 
Oklahoma City, Oklahoma. 


Tennessee Retail Hardware As- 


sociation, annual convention, 
Feb. 18-20, 1951. Headquarters, 
Farragut Hotel, Knoxville, 


Tenn. Secretary, Morris Jones, 
Box 784, Nashville 2, Tennessee. 


Texas Hardware & Implement 
Association, annual convention 
and trade show, Jan. 15-17, 
1951. Headquarters, Plaza Hotel, 
San Antonio, Texas. Secretary, 
Ray M. Souder, 814 Texas Bank 
Bldg., Dallas, Texas. 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 12-13, 1951. Head- 
quarters, Hotel Herring, Ama- 
rillo, Texas. 


Virginia Retail Hardware As- 
sociation, annual convention 
and trade show, March 27-29, 
1951. Headquarters, Hotel Roa- 
neke, Roanoke, Va. Secretary, 
G. T. Omohundro, Jr., Scotts- 
ville, Virginia. 


West Virginia Hardware Asso- 
ciation, annual convention and 
trade show, Feb. 19-21, 1951. 
Headquarters, Daniel Boone 
Hotel, Charleston, West Va. 
Secretary, James C. Fielding, 
1628 McClung St., Charleston, 
West Virginia. 


















































STOCK 


CHICAGO 


“Safety Plus" Hexagon 
Head Cap Screws 
(Bright or Heat Treated) 
for these TOP NOTCH reasons: 


© Constant Demand—The constant de- 
mand for the “Chicago” line makes it 
easier to sell—it's the line for replace- 
ment used in original assembly in cl 
fields of manufacture. Why? 

© They're Stronger—More uniform—give 
& perfect fit for every replacement need, 
and... 

* They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
Costs to your customer, which makes 
them “‘easier to sell.” 

* Better Service—Increased “Chicago” 
plant facilities and production means 
“round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—al! four ways. 
Remember to ask for these “Chicago” 
products from you hardware distributor 
Hexagon Head Cap Screws, Steel and Brass ® 
Square Head and Headless Cup Point Set Screws 
* Semi-Finished Hexagon Nuts, Steel and Brass ® 
Hexagon Castellated Nuts ® Fillister and Flat Head 
Cap Screws © Taper Pins © Milled Studs ® 
Socket Head Cap Screws * Socket Set Screws ® 
Socket Pipe Plugs * Stripper Bolts or Shoulder 
Screws © Square Head Dog Point Set Screws 
© Keys, Assortments and Kits. 


< The CHICAGO SCREW COMPANY 


2515 WASHINGTON BLVD., BELLWOOD, ILI 


SOUTHERN HARDWARE for DECEMBER, 1950 


the TOP NOTCH line of 





ee 








